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Another Master-Fit- 
ter ad Nov. 23rd 
issue of the Satur- 
day Evening Post. 


Freeman National 
Advertising gives 
your fitting stool 
“sales talk" 


AUTHORITY! 


EVERYTHING THEIR NAME IMPLIES 


They're remarkably fine shoes with a 
scientifically correct steel double arch sup- 
port and built-in comfort features that are 
exclusively Freeman's. 


Good shoes, correctly fitted . . . are 
reputation builders. For an ever-growing 
loyal clientele of satisfied customers . . . 


feature.... 


Masior 


@ Genuine Australian Kangaroo 
@ Finest Calfskin 
@ Imported First Quality Kidskin 
@ Select Norwegian Calfskin 
IN STOCK 
Sizes 5 to 14 
Widths AAA to E 
Figure this sweet mark-up. Master-Fitter 
Oxfords, $3.95. High Shoes, $4.25. 
Nationally Advertised at $6.50 
A few styles slightly higher 


Freeman Salesmen are always ready to work with you... May we schedule a meeting with you? 


FREEMAN SHOE CORPORATION 
Factories at Beloit, Wis. 


When writing advertisers please mention Boot and Shoe Recorder 
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THE late President Calvin Cool- 
idge, on June 30, 1924, in Wash- 
ington, said: 

‘““A government which lays taxes 
on the people not required by 
urgent public necessity and sound 
public policy is not a protector of 
liberty, but instrument of 
tyranny. It condemns the citizen to 
servitude.” 


SCHOOL TEACHERS from all 
over the state met in annual con- 
vention in Denver in the first week 
of November and between sessions, 
even during sessions, they crowded 
the stores. And they bought good 
merchandise too. 

“Look at them,” said Harry 
Fontius, waving his hand toward 
the well-filled seats in the Fontius 
Shoe Company. “A perfect example 
of the changing world. They are 
young looking, attractive and 
smartly dressed, bearing no resem- 
blance to the crotchety old school 
marms of our youth. 

“These teachers formed their 
buying habits in college and they 
still want that kind of clothes. They 
buy our best grades and mostly in 
narrow widths, which they can’t 


and 


VOICE of the TRADE 


get out where they are teaching. 
Of course, we card-catalog them all 
and they make up our most profit- 
able mail-order customers between 
conventions.” 

When teacher is away, school is 
closed, so that makes a boom in the 
children’s business too. The 
weather cooperated properly, being 
cool but sunny, with a good snow 
in mid-week. 

* % 
TO illustrate to what extent a store 
will give service, the editor was 
called on the telephone at his home 
in the suburbs in New York by 
Warren W. Anderson of Frank 
Brothers of Fifth Avenue. It was 


urgent that a delivery of shoes be 
made that night at Kings Point— 
a rather inaccessible spot. 


So the editor and the shoe buyer 
of the Debutant Department rode 
all over Kings Point, ringing door 
bells and eluding dogs and guards 
in an effort to find the residence of 
the customer, who gave a general 
address—Kings Point. It was well 
into the dark of night before the 
shoes were delivered, but a promise 
was kept to deliver the shoes—come 
what may. 


Vol. CVIII, No. 12 


COLLEGE enrollments in state 
universities and land grant colleges 
in 44 states, total 175,898 students 
—an increase of 8.3 per cent over 
a year ago. The gain this Fall is 
indicative of improved economic 
conditions. 
*% 

MIME. SONJA BRANTING, medi- 
ator in the Stockhoim Court of 
Domestic Relations and the daugh- 
ter of the late Hjalmar Branting, 


thrice prime minister of Sweden, at 
a reception in Cleveland last week, 
said: 

“When angry couples, intent on 
divorce, appear before me, I often 
suggest they they put on their hik- 
ing boots, take a walk in the coun- 
try as they did in courting days and 
let the magic of a Swedish lane 
calm them down. It often works.” 


% % 


FRANK GARSIDE of A. Garside 
& Sons, Inc., New York says: 
“Important fashion points for 
Spring shoe ‘buys’ include new 
trends in lasts demanding lower 
heels and a distinct feeling for the 
square-type toe in tailored models. 
Fabrics-plain leather-trimmed 
are extremely important, both in 
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dress and tailored models. The 
broad strap is a major carry-over 
into Spring, appearing in fabrics 
and perforated versions that mate- 
rially lighten its appearance. 

“Black and navy blue are the 
most prominent colors, with con- 
trasting piping and stitching to 
accent the smartness of the new 
designs. Brown is very strong in 
tailored and sport styles. This Fall’s 
demand for gray unquestionably 
will carry over into Spring and is 
best promoted in fabrics. Patent is 
the outstanding trim. Southern wear 
buying to date shows that the all- 
white shoe is being replaced to 
some extent by brown and white; 
blue and white, and white and 
burgundy—the latter a high-style 
combination well-worth watching in 
anticipation of Summer shoe 
fashions.” 

* * * 

HEECTOR LYNCH, Howard & 
Foster Company of Brockton, says: 

“This I am sure of, we as a 
nation must do something to in- 
crease the number of independent 
retail outlets. I believe we are go- 
ing into an era when the manufac- 
turers will spend a considerably 
greater percentage of their time and 
money in developing the smaller 
independent retail outlets in all 
lines of business, including shoes.” 


* * * 


Mi URRAY GELLER, the younger 
brother of Andrew Geller, steps 
from the designing board of the 
Curt Wolfelt Shoe Company and 


becomes one of the heads of the 
House of Morgan. And if perhaps 
you don’t know your New York 
night life—it is the newest and 
smartest club at 54th Street, featur- 
ing Helen Morgan, who is “wow- 
ing” them nightly. Some step for 
Murray. 


STANLEY F. TEELE, Assistant 
Professor of Marketing of the Har- 
vard University Graduate School of 
Business Administration, writes: 
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—Sandy Mac Pfish inherited a sad- 
dle horse. 
—In selecting his riding equipment 
he ordered only one spur. 
—When asked the reason, he re- 
plied: 
"Weel, mon, | figgered if one 


half o' the’ horse went, t'other 
half would have to go too." 


—Many men figure that if they 
have a factory producing goods, 
or a store stocked with goods, 
that is the answer to the maiden's 
prayer— 

—They are one-spur men and their 
business will ride sidewise, or 
backwards or toss them for a fall. 

—The second spur is publicity, pro- 
motion, advertising, call it what 
you will. 

—The two-spur man rides fast on 

—the straight road to success and 
profits. 

—Giddap, business! 


President 


“By the end of June, 1935, sales 
taxes of varying types were on the 
statute books of 24 states, whereas 
recently as early 1932 but three 
states had enacted such legislation. 
In addition, a number of municipal- 
ities, of which the most prominent 
is New York City, have imposed a 
tax on sales. These measures are 
of varying types; some levy on sales 
of tangible personal property at re- 
tail only; others levy on sales of any 
description, including services as 
well as tangible personal property. 

“Of the ten strictly retail sales 
tax laws in effect in 1934, six pro- 
vided specifically or by intent that 
the tax should be collected from the 
consumer through the addition of 
the amount of the tax to the pur- 
chase price. In addition to strictly 
retail sales taxes, there were general 
sales or receipts taxes in effect in 
six states in 1934. In two of these 
six states the taxes were designed to 


be passed on to customers. Thus, 
of the 16-states in which retailers 
were taxed on their volume of sales 
(not including several states with 
relatively small license taxes), eight 
directed or permitted collection di- 
rectly from customers. 

“In most instances the several 
sales tax laws have been enacted as 
emergency measures, dedicated to 
financing relief expenditures or to 
the maintenance of school systems. 
In view of the limitations on real 
estate taxes passed by a number of 
state legislatures, however, one may 
question whether many of these laws 
are not likely to become a perma- 
nent part of our future tax struc- 
ture. New and fruitful sources of 
revenue have not been readily re- 
linquished in the past.” 


* * * 


IN some shoe shops they keep a 
few manicure scissors handy, the 
kind with curved blades like those 
used by the young lady in the 
beauty parlor. The shoemakers 
give shoes a manicure, going over 
them with the scissors and snipping 
off loose threads, frayed edges 
(whiskers) and so on. It may be 
that stores would also find a pair 
of manicure scissors handy. 


* * * 


HUBERT ELKINS, 30 years of 
age, a 200-lb. former high school 
athlete and clerk for the Louis- 
ville & Nashville R. R., was buying 


\ 

a new pair of shoes at the Canti- 
lever Boot Shop in Louisville, Ken- 
tucky on Saturday, Nov. 9—when a 
fusillade of shots, followed by a 
fight between a policeman and a 
thief, caused Elkins to rush to the 
aid of .the policeman, wearing one 
new shoe and one old one. 

The policeman was fighting for 
his life in an effort to take a gun 
away from the convict, who ap- 
parently was getting the best of it 
until Elkins moved in, with a swing- 
ing right to the jaw, which un- 
tangled the combatants. However, 
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the bandit turned the gun on Elkins, 
who wound up in a hospital with 
a bad wound in the hip. 

The convict was captured. Elkins 
proved himself a good citizen in 
aiding law and order. 

The Cantilever Boot Shop has a 
mismated pair of shoes on hand— 
one new and one old. 


* * 


W..M. JARMAN, president of the 
General Shoe Corporation of Nash- 
ville, Tenn., says: 

“Our organization, selling men’s 
and boys’ shoes direct to the retail 
trade, is enjoying a sales volume 
larger than that of any similar period 
in our history. Increasing business 
emphasized the need for a better- 
organized and _better-coordinated 
plan of distribution; therefore a 
general program of marketing con- 
trol has been worked out. 

“Our distribution organization is 
divided into three sales divisions 
under separate sales managers, each 
division with its own staff of sales- 
men, selling different lines of shoes. 
In addition we have a style manager 
who handles designing and styling 
on all lines, and an advertising man- 
ager responsible for sales promo- 
tion and advertising for all lines. 

“Thus in our set-up there are five 
different departments that are con- 
cerned directly with distribution. 
The control of marketing as we have 
lined it up follows: (1) Get the 
facts. (2) Set up objectives. (3) 
Develop plans. (4) Execute plans. 
(5) Analyze results.” 

* * * 


IDECEMBER 21—the first day of 
Winter, the shortest day of the year 
and the last Saturday before Christ- 
mas. It can be made the “tops.” 
The Pilgrims landed at Plymouth 
Rock December 11, old style, and 
December 21, present calendar. 


* * * 


CONGRESSMAN WRIGHT PAT- 
MAN, chairman of the Congres- 
sional Investigating Committee 
which bears his name, will be the 
speaker at the noon day business 
luncheon of the annual convention 
of the Northwestern Shoe Retailers 
Regional Association at Hotel Rad- 
isson, Minneapolis, Monday, Feb. 
3, 1936. 
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His subject will deal with the 
facts which his committee had 
brought to light relative to methods 
used by mass distributors in their 
buying and merchandising, in 
which sworn testimony has shown 
existence of unwarranted discounts 
and allowances in some fields— 
notably food and drugs. 


* * * 


EVERYONE is waiting for Thom, 
believe it or not. As one shoe man 
put it: “As Ford goes, so goes the 
automobile industry. As Thom 
McAn goes, so goes the shoe indus- 
try.” The Boston News Bureau 
prints the following and we repro- 
duce it as is: 


“J. F. McElwain, head of the J. F. Me- 
Elwain Co. and a director of the Mel- 
ville Shoe Corp., for which the McEl- 
wain company manufactures the popular 
Thom McAn shoe, questioned by the 
Boston News Bureau as to the likelihood 
of a nearby substantial price advance in 
this product at retail, admitted that the 
company would be forced to this step 
by the rise in hide and leather prices. 
While he declined to specify the date as 
to when the price increases might be- 
come effective, he admitted that it might 
be around the first of December and that 
an increase of 30 to 40 cents a pair over 
the present $3 level was within the range 
of probability. 

“It is quite apparent that the Melville 
Corp., if it moves in this direction, is 
doing so with great reluctance and only 
after the fullest consideration of all fac- 
tors. The Melville Corp.’s policy is al- 
ways to maintain as long as possible the 
lowest price consistent with costs. 

“Relative to the increase in cost of 
shoe production, Mr. McElwain says: 


"You'll never regret putting your sole in my hands, Pastor." 
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“*There has been a radical advance in 
the price of raw calfskins of about 90 
per cent over a year ago, while the ad- 
vance in hide prices is in the vicinity of 
70 per cent. The advance in shoe prices 
to the ultimate consumer usually lags 
behind the advance in cost of materials 
by at least six months, as manufacturers 
and retailers do not sell their product on 
the basis of replacement values but on 
the basis of costs. 

“*The stocks of low priced materials 
in the hands of manufacturers have now 
been exhausted, and it may be figured 
that costs of shoes have risen 25 to 60 
cents a pair, depending on grades, based 
on present levels of hide and leather 
markets. 

“*As costs of finished leather have 
risen 30 per cent to 40 per cent and sole 
leather going into a pair of shoes is up 
40 per cent to 50 per cent within a year, 
the manufacturer and: retailer of the 
Thom McAn shoe are faced with the 
problem of getting an advance in price 
or of changing the quality of the prod- 
uct. As it is the policy of the Melville 
Corp. to maintain quality at all times, 
any change in this policy is not con- 
templated. 

“*The retail merchant is always reluc- 
tant to figure on an advance in shoe 
prices because he fears it may curtail 
consumption. The shoe and leather in- 
dustries have been operating reasonably 
close to a normal level of production and 
employment. Despite the very large ad- 
vance which has occurred in hide and 
leather prices from a year ago, the price 
level is now on a basis which may be re- 
garded as fairly normal. The shoe in- 
dustry feels, however, that it cannot 
stand a further advance which might 
force a rise in shoe prices beyond the 30 
or 46 cents a pair already contemplated 
and hopes that it may not be necessary. 
A further substantial increase might, in 
fact, discourage consumption and _ in- 
crease the use of substitute materials, 
which would, in turn, react unfavorably 
upon employment which there should be 
every effort to maintain.’ ” 
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by 
RUTH HARRINGTON 
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She goes on board in a spectator 
pump of navy blue fabric trimmed in 
rust calf—a new color angle on re- 


verse treatment. 


She plays deck tennis in a com- She goes swimming in the 
pletely heel-less tennis shoe of pool with the popular fish 
navy drill with white net bathing shoe 
that now comes in 

colors as well as 


trim. 
= 
AX 
3 
~ white. 


She plays golf in a Scotch 
tongue shoe, still the fav- 
orite model for ac- 


She goes sightseeing in a broad 
tive sports. 


strap of white buck with brown 
+rimmind. 


She plays bridge—in a green 
patent leather Theo sandal that 


She plays shuffleboard in a 
accents a bright print dress. 


fabric play shoe, with contrast- 
ing tongue . 


She goes to the Gala Dance in 
a sandal of satin, crepe or 


She relaxes in her deck chair in 
a cut-out strap shoe of lug- 
gage tan reverse leather. 


She comes ashore in her street oxfords 
of navy or brown kid with a touch of 


light piping. 


“| EN CRUISE 


sandals, ¥ of low-heeled Sports shoes and casual 
ua 


and the South m » i 
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AS a source of j j ant color for daytime 
> "ne volume color for shoes. But a: 
Point to the greater acceptance of the extra shoe—the white 
cant to every merchant. shoe trimmed in color—brown, navy blue and, for high 
he headline in resort dresses js linen. All] kinds of style, luggage tan and dubonnet. With the fabrics that 
linen—rough, smooth (there’s even a taffeta finish now) have natural backgrounds and with the clear, intense 
uncrushable (very important) , Printed linens, tweedy Pastels, there is a Place also for Promotion of the all-o 
linen, handkerchief linen. It looks like another season for luggage tan shoe j 
linen shoes, 
Every house shows simple shirtwaist dresses with details an 
@ little softer and more feminine than last season. The 
shorts costume Promises to be as Popular as ever, Culotte 
divided skirts are Browing. All of these play costumes 
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‘WE DIDN°T WANT GOVERNMENT IN 


JIT is the consensus of opinion of our Board of Directors that 
the best interests of the industry, both employers and employees, 


and of the public as a whole, will be served if the industry is per- 


mitted to continue under its voluntary efforts to accomplish these 


constructive results, thus engendering confidence and encouraging 


the already discernible trend toward recovery which has been 


evident in our industry, and that such recovery will be best pro- 


moted if the government does not superimpose a structure of 


“©SUPPLEMENTING the letter sent to Hon. George 
L. Berry, as a result of the meeting of our Board of 
Directors recently held in New York, we have received 
many inquiries from shoe manufacturers, the press, and 
from other industries relative to the position of our 
association in connection with the proposed conferences 
to be held by Major Berry, Coordinator for Industrial 
Cooperation, in Washington. 

“Perhaps the position of our Board of Directors can 
be best summarized in the concluding paragraph of 
the letter sent to Major Berry, which reads as follows: 

“It is, therefore, the consensus of opinion of our 
Board of Directors that the best interests of the indus- 
try, both employers and employees, and of the public 
as a whole, will be served if the industry is permitted 
to continue under its voluntary efforts to accomplish 
these constructive results, thus engendering confidence 
and encouraging the already discernible trend toward 
recovery which has been evident in our industry, and 
that such recovery will be best promoted if the govern- 
ment does not superimpose a structure of political con- 
trol on our industry.’ 

“In arriving at its conclusions, the Board of Direc- 
tors of the National Boot and Shoe Manufacturers 
Association wishes its officers to emphasize the fact 
that very earnest consideration was given to Major 
Berry’s letter at the meeting of the board; and all 
phases of the matter were fully and freely discussed 
by members of the board. 

“As is well known, the shoe manufacturing industry 
was one of the first major industries to adopt a code 
under NRA, and in spite of many difficulties, our indus- 
try whole-heartedly supported the President in his 


political control on our industry.” 


efforts to relieve unemployment and promote recovery 
through minimum wage, maximum hour and child 
labor regulations. It was also a notable fact that our 
code was free from any price-fixing arrangements, 
either actual or implied. These facts are substantiated 
by the survey conducted by the impartial committee of 
three appointed by NRA to investigate and report on 
our industry just prior to the decision of the United 


States Supreme Court abrogating codes. 


“Since the abrogation of codes, and by continued 
effort through voluntary agreement, the shoe manufac- 
turing industry has made considerable progress, as 
evidenced by the data from the Bureau of Labor Statis- 
tics. The shoe manufacturing industry has maintained 
its number of workers within a comparatively small 
variation of the pre-depression period, increased the 
average hourly rate of compensation and average 
weekly wage, and decreased the average hours per 


week; in spite of a serious decrease in dollar volume 


during the past few years. 
. “According to the Biennial Census of Manufactures, 
as compiled by the United States Bureau of the Census, 
in 1929 the shoe manufacturing industry did an annual 
gross dollar volume of $958,689,737. In the year 1931 
gross volume of business decreased to $650,586,138. 
In 1933, the gross dollar volume further decreased to 
$546,332,198, which was $412,357,539 less than in 
1929, or only 57 per cent of the dollar volume of 1929. 
“According to the Bureau of Labor Statistics, during 
the first six months of 1934, and in spite of the severe 
decline in dollar volume, 95 per cent of the number of 
workers were employed in the shoe manufacturing in- 
dustry as during the first six months of 1929; and the 
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BUSINESS” 


Says PRESIDENT FREDERICK 
A. MILLER and the Board of 
Directors of the NATIONAL 
BOOT AND SHOE MANU- 
FACTURERS ASSOCIATION. 


average weekly payroll was 83 per cent of the averaze 
weekly payroll for the first six months of 1929. Shoe 
manufacturers are well aware that it is out of the total 
dollar volume that payroll, taxes and profit must be 
paid; and not out of pair production. 

“The data from the Bureau of Labor Statistics, cover- 
ing the operation of the industry since the abrogation 
of codes, shows that for June, 1935, the average per 
capita weekly earnings, including all sections of the 
country and the various grades and types of shoes, 
were $17.48, compared with $17.20 for June, 1934, 
under the code, in spite of a reduction of approximately 
three-quarters of an hour in the average hours worked 
per week. The average hourly earnings for June, 1935, 
were 51.7 cents as compared with 50.5 cents in June, 
1934, under the code. 


“In July, 1935, according to the preliminary 
data from the Bureau of Labor Statistics, the 
per capita weekly earnings further increased 
to $18.52, as compared with $18.44 in July, 1934. 
In August, 1935 the preliminary data shows per 
capita weekly earnings again rose to $19.02, as 
compared with $18.14 in August, 1934; and the 
average hours worked per week were 37.7 hours 
in August, 1935, which was still well under the 
forty hours provided in the code. 


“In view of these facts, the National Boot and Shoe 
Manufacturers Association, which represents more than 
85 per cent of the production of shoes made in the 
United States, believes that as far as the shoe manu- 
facturing industry is concerned, the main objectives of 
the conferences outlined in Major Berry’s letter have 
already been well under way and have shown an 


President Miller 
says: 


"There is no question in my mind, or in the minds 
of others in our industry who have been closely in 
touch with the Washington situation during the 
past few months, that two years of collectivist 
theorizing and practices under the NRA have left 
their mark of collectivist thinking on the minds 
of those who have theories to try, or who are un- 
friendly or hostile toward industry, or assume that 
attitude for political purposes. Whether our in- 
dustry likes it or not, it must face the fact that 
while NRA has been shorn of some of its prerog- 
atives, the theory and practices of political domina- 


tion of industry, are still with us." 


accelerated improvement since the abrogation of codes. 

“Our Board of Directors also questioned the useful- 
nezs of continued investigations and surveys made by 
the administration in Washington, in addition to the 
proposed conferences by Major Berry, especially after 
all the investigations and surveys that were made of our 
industry during the code. 

“Since the abrogation of codes, we are informed of 
three separate investigations and surveys to be made 
of the shoe manufacturing industry. One, we are 

[TURN TO PAGE 34, PLEASE] 
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WHEN a customer enters a shoe store seeking foot 
comfort, she brings with her a valuable piece of evi- 
dence that many times is never carefully examined 
and often is completely overlooked. This valuable 
information is contained in the shoes she wore into 
the store—shoes that her feet have worn for months, 
thereby presenting to the shoe fitter accurate informa- 
tion of great value to him. 

Let us assume that the old shoes were properly fitted 
as to length and width. I am sure that every one can 
easily determine a shoe where treading in advance of 
the proper tread line indicates a short shoe. 

When the worn shoe appears like this, tip badly 
worn and sole worn rapidly across the ball (Fig. 1), 
it is an indication of metatarsal weakness, also too 
much weight has been carried in the center of the meta- 
tarsal arch and the toes not functioning properly have 
caused the wearer to clip 
off the tip of the shoe. 


This frequently occurs when the inner arch in the foot 
is unusually high and does not receive any support from 
the shank of the shoe. In a case like this, the weight is 
improperly distributed. A shoe built up higher in the 
arch will distribute the weight more evenly. It usually 
relieves the rapid wearing out of the shoe at these two 
points—the tip of the sole and the ball of the foot, and 
adds greatly to the comfort of the wearer. 

When the inner counter bulges quickly, breaks down 
and the lining at this point wears rapidly (Fig. 2), it 
indicates pronation of the heel bone. The customer 
needs to be sold the proper type shoe to avoid trouble 
of a more serious nature. Here is a real opportunity 
to be of lasting service to a customer by aiding her 
in avoiding foot troubles in years to come. 

Here is an old shoe that shows up with great fre- 
quency. It has a decided bulge at the fifth metatarsal 

head at the base of the small toe. 
(Fig. 3.) Obviously, the situation can 
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THE NEW SHOES 


I—Higher built arch. Straight inner side. 


2—Holds foot further back and has greater tread room 
across ball of the foot. 


3—Fairly wide fitting across ball and corresponding longer 
vamp and forepart to allow for elongation. 
4—Particularly strong reinforced shank. Long inside 
counter. Broad treading heel. 

5—High arch, high upper pattern. 

6—Real bunion shoe with inside quarter seamless. Broad 


tread, broad heel. Pocket built-in to accommodate 
bunion with least possible effect. 


THE WORN SHOES 
I—Tip clipped off rapidly. Rapid wear at ball of sole. 


2—Inner counter bulges, lining at heel wears quickly. 
Outer edge of heel wears off rapidly. 


3—Bulge at base of small toe. 
4-—Shank forced down, counter bulging. Heel forced back. 


5—Wrinkled just back of the ball. Worn badly on sole 
at base of great toe. 


6—Shoe bulges badly at first toe joint, show shoe with 
bunion sticking out. 


What 


Cc. W. NOBILING, of 
Foot Health Shoppe, San Antonio, 


Told 
HARRY R. TERHUNE 


be remedied by allowing more tread room and 
selecting a last with less flare in. 

Bulging inward of the shoe upper and break- 
ing down of the shank (Fig. 4) indicates extreme 
weakness of the inner arch or flat foot. This 
customer must expect this to happen to her 
shoes unless her shoe fitter convinces her and 
sells her a shoe with a sufficiently strong shank. 
This customer should be told that this same con- 
dition will exist in her dress and light-weight 
shoes unless she buys something that is well 
reenforced in the arch. Many shoes are avail- 
able with shanks strong enough to give her 
excellent service and comfortable wear. 
Wrinkles in the vamp just back of the ball 
and the shoe badly worn at the base of the great 
toe (Fig. 5) indicates either ahpormal elonga- 
tion of the foot or a slightly short shoe. Check 
the fitting carefully, both with and without body 
[TURN TO PAGE 44, PLEASE | 
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To be able to get an authority on anatomy and 
anthropology to tell us about the mechanism of 
feet in the motion of walking, is to get the truth 
at the source. Dr. Morton has studied the foot 
from the aquatic beginnings of vertebral life. It is 
interesting to note that Dr. Morton's advanced 
work in these fields started from his specific studies 
of the foot, from the viewpoint of its common dis- 
orders. He presents in this article his concept of 


the foot in motion. 


from 

New book "The Human Foot," its 
evolution, physiology and functional 
disorders ($3.00), published by Co- 
lumbia University Press, Morningside 


Heights, New York. 
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The MECHANICS 


by 


DUDLEY J. MORTON, M. D. 


Associate-Professor of Anatomy, College of 
Physicians and Surgeons, Columbia University. 


WALKING and running strides invite separate dis- 
cussion because they emphasize different features in 
the physiology of the foot. In walking, the heels, as 
well as the forepart of the feet, are used on the ground; 
also there is an overlap in the alternate periods of 
foot contact. In running, the heels do not touch the 
ground and the periods of contact are separated by 
intervals when both feet are off the ground. 

In both types of stride, two major phases may be 
recognized. One occurs during the first half of the 
foot’s contact with the ground. It is characterized by 
the progressive assumption of body weight by the foot, 
the maximum being reached when the body center is 
directly over the middle of the foot. Here this phase 
ends. The second major phase follows immediately 
and is characterized by the propulsive effort. The first 
phase is essentially gravitational; the second is the 
leverage phase. In addition to these major phases, three 

_ minor ones may be identified in the walking step: (1) 
a brief, nonweight-supporting period between the con- 
tacts of the heel and of the forepart of the fovt with 
the ground; (2) a momentary “standing phase” sepa- 
rating the two major ones; and (3) a phase of digital 
effort which follows and supplements the more impor- 
tant leverage action of the foot itself. 

The 7 successive stages of the walking step are shown 
in Figure 1. The diagram is based upon a scale in 
which each unit represents the time required for the 
body center to move one inch. Thus, a single step of 
28 inches in length would consume 28 TU (temporal 
units), and the double stride, from heel contact to heel 
contact of the same foot, requires 56 TU, since it in- 
cludes a full step by each foot. 
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of The FOOT in WALKING 


gives quite different findings. It also is based upon the 
7 stages of the step shown in Figure 1. 

Points in the movement of the body’s center of 
gravity (indicated by larger letters) are given to their 
relation to corresponding points during the time of 
the foot’s contact with the ground (shown by smaller | 
letters.) The temporal position of the footsteps is the 
same as in the previous diagram; the stages of the step 
shown in Figure 1 are indicated between the two 
asterisks (*). Prior to point V, when the body center 
is directly perpendicular to the right foot, weight is 
being received upon this foot. Although this does not 
begin until the foot completes its contact with the 
ground between A and B, the impluse from the opposite 
foot makes the right one a potential recipient (sug- 
gested by the dotted lines) before its actual contact. 
After passing the point V, transfer of body weight 
toward the left foot is begun and progresses so that at 
point I, when the metatarsal bone break their contact 

[TURN TO PAGE 34, PLEASE] 


Fig. 5 
A functional analysis of the walking step (Fig. 2) pPQ) 


Fig. 2 
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WHEN A BUYER CHANGES A DESIGN, WHAT THEN? 


COMING out of the woods of a depression is an act of 
industry most interesting to watch. Some businesses 
crawl, others walk, others run and still others jump 
on a horse and gallop out. For the moment, we are 
interested in those who jump on the winged horse of 
fashion to achieve a new tempo of merchandising 
through style, quality, patterns and creations that give 
new enthusiasm to the store, clerks and customers. 

This week in New York we had occasion to observe 
the actions of those who believe that fashion in foot- 
wear is the way out. Then arises the question whether 
or no industry is to ride Fashion down the straight 
course that leads to public acceptance or whether each 
and every man who has shoes to sell is going to try 
to ride his own favorite, dressed up in his own colors 
and designs, so that he can race all over the place— 
going everywhere and nowhere at the same time. 

Here’s the race as we see it: Certain shoes have been 
created carefully and consistent with the trend of fash- 
ion and they deserve a race on their own merits as 
creations designed to run for the next season. Some 
buyers look at them (and then the illusion or delusion 
of being a fashion creator comes to the buyer) and he 
proceeds to take a beautiful article and trim it up 
like a circus horse. The designs that were created to 
give a flow of fashion are diverted to give the buyer 
an opportunity to pose as a trainer of fashion on his 
own pet formula. 

The result is that the shoes as ordered have no 
pedigree, and are not thoroughbreds in the com- 
ing race of fashion, but are the mongrel creation 
of many thoughts, whims and fancies. Industry 
is thrown into confusion and the results are in- 
evitable waste, dissatisfaction and loss. This is 
no time, on a rising market, to play the fashions 
that are created on conceit. 

If a shoe has fashion merit, let it stand. Take it as 
it was designed and let the responsibility of its per- 
formance rest on good selection, good craftsmanship 
and good fitting values. Certainly there are plenty of 
patterns in every man’s line to permit of an opportu- 
nity to sort, sift and select without the extra handiwork 
of an individual who thinks he can contribute some- 
thing more to the creation. 

Buying is a serious function and should not be com- 
plicated by the trial and error of change that comes 
through individual curiosities. In other lines of busi- 
ness the basic designs are held through a season be- 
cause the best brains possible have been put into their 


by ARTHUR D. ANDERSON 
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development and it costs too much to give individual! 
lines, colors and designs to each and every person whv 
has the power of signing an order. 

Too many amateurs are putting their fingers 
into the art of fashion creation who have not 
the knowledge of the pedigree and purpose of 
style. When you buy a shoe, find a specific rea- 
son for its existence and select it on its basic 
merits—or not at all. 

Designing has made considerable progress in the 
last few years. In the early stages of the game of fash. 
ion creation, sketches were drawn, but today it is pos- 
sible to visualize a pattern better through the modern 
means of pull-overs. But the pull-over has not the re- 
liability of a finished shoe. Nor can it have. It ha- 
its artistic limitations in the fact that it is an uppe: 
drawn over a piece of wood—a picture in three dimen- 
sions. It can be beautiful to the eye and yet a far cry 
from being a good fitter. On the human foot is, in 
the last analysis, the only test of fashion and a fit. De- 
signs change when translated from a standard pull-over 
model to the actual, proven last. This is something t. 
remember if you buy from pull-overs rather than 
finished shoes. 

We have had our say many times on the subject o! 
4. B as model size. It is the wise buyer who tests for 
fitting values many feet, of many sizes, for when the 
line of shoes comes into the store, the thorough shor 
man tests fitting values in several sizes. Naturally. 
this cannot be done when the shoes are being purchase: 
in the sample room, but the feet of the 4 B feminine 
model are a great help—that is, providing the mode! 
isn’t schooled to cover up the defects. 

The buyer today must have mahy accomplish- 
ments, but let us say in eighteen words: “The 
buyer who does not do his thinking from the fit- 
ting stool up is not long a buyer.” 

What this industry needs more than anything 
else is fitting stool buyers—men who use the 
test of the fitting stool and who, from time to 
time, serve at the fitting stool the customers that 
come into the store. The buyer may think he is 
an executive and above that practice, but he is 
forgetting the very thing that makes him a bet- 
ter buyer. 


The Editors Qulfook 


BOOT AND SHOE RECORDER, November 23, 1935 


with this visible selling feature 
found in no other line 


Your customer not only can see it for herself, but 

_ this patented Metatarsal Pillow can be adjusted to 
meet unusual metatarsal arch conditions. Being a 
shock absorber, it promotes foot comfort and foot 
health . . . . . Meta-Poise shoes are smartly styled, 
thus combining eye-appeal with their distinctive 
comfort feature. They will yield the required 
mark-up for profitable operation, and in addition 
give your store an EDGE over competition. 


The Aline — A White 
Meta - Poise Style for 
Spring 


| The Linda — A White 
| Meta - Poise Style for 
Spring 


The innersole carries a patented adjustable 
Metatarsal Pillow, containing lamb’s down, a 
feature found in no other line; and is pro- 
tected against infringement. 


The Meta-Poise franchise will serve as your 
insurance policy against the hazards of every- 
day merchandising. Would you like to know 
more about it? Please write us. 


META-POISE SHOES, Division The H. C. Godman 
Company, Columbus, Ohio 
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**ART in Avenue Windows Week” was observed on 
Fifth Avenue during the week of October 28-Novem- 
ber 4, when merchants engaged in various lines of 
retail business cooperated with the Studio Guild in 
developing a new display idea that proved remarkably 
effective. 

Stores featuring merchandise with quality and 
fashion appeal were selected by the Studio Guild and 
asked to cooperate by featuring in special window dis- 
plays the paintings and other art objects produced by 
members of the Guild, an organization formed in 1923 
and composed of artists engaged in various branches of 
the fine arts. From the Guild’s standpoint, the purpose 
was to create a broader interest in the arts and a more 
general art appreciation on the part of the public. From 
the standpoint of the merchants, the idea was to attract 
favorable attention through beautiful displays and to 
provide a type of window display that would not only 
be quite out of the ordinary, but which would help to 
enhance and embellish the beauty and artistic appeal 
of the merchandise itself. 

The idea was originally conceived by the Studio 
Guild and the cooperation of the stores and their dis- 
play managers was obtained at a meeting and enter- 
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ART 


An interesting group of walk- 

ing and street shoes shown by 

The Tailored Woman, Fifth 
Avenue. 


How Fifth Avenue Mer- 
chants and Display Men 
Cooperated with the 
Studio Guild in the De- 
velopment of a Success- 
ful Promotional Idea 


tainment where the store representatives were guests of 
the artists. The plan was discussed in detail and a 
great deal of enthusiasm was aroused. 

The accompanying illustrations afford an idea of 
the types of windows that were developed by some 
of the shoe stores and apparel shops that featured shoes. 
The windows undoubtedly attracted a great deal of 
attention and proved a welcome innovation for the shoe 
stores that participated, in view of the fact that the 
idea was developed at the height of the evening foot- 
wear season, just before the Horse Show, when artistic 
and glamorous footwear was in the forefront of public 
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in SHOE WINDOWS 


A striking display by A. S. 

Beck,forming part of the Art 

in Avenue Windows Week 
promotion. 


attention. The artistic themes of these displays proved admirably 
suited to the promotion of beautiful evening footwear, although 
tailored and other types of shoes were also successfully displayed 
in conjunction with paintings that harmonized. 

Perhaps the moral of the story is to be found in the receptiveness 
of these Fifth Avenue merchants to a new idea. True, the use of 
artistic backgrounds, sometimes consisting of paintings that were 
true works of art, has been one of the time honored methods em- 
ployed by the display man to create beautiful displays featuring 
merchandise of fashion. But in this instance the thing was done 
in a new way, on a cooperative basis that helped to sell the public, 
not only the merchandise directly on display, but also the Avenue 
as a shopping thoroughfare for footwear of fashion appeal and 
the various participating stores as establishments where this sort 
of merchandise could be purchased. 

[TURN TO PAGE 64, PLEASE] 


"Picturesque Splendor for Evening Mag- 

nificence" was the showcard title for 

this beautiful formal footwear window 
by J. & J. Slater. 
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SIZES AND 


Important steps in solving the 
size problem and sales possibili- 


ties of end versus middle sizes. 


ADVERTISING 


Rebert Hirsch, Buyer for Five Famous Califernia 
Departments, Develops Two Interesting Theories 


Out of His Practical Experience. Finds Customers 


WITH the shoe stocks of the five big Famous Depart- 
ment Stores to merchandise, Robert Hirsch, whose main 
office is at the Los Angeles store, has a couple of 
theories relative to shoe operation which are of prime 
interest. 

Theory number one has to do with sizes. 

Theory number two is on the importance of adver- 
lised lines, and that, too, has to do with sizes. 

In common with other keen shoe buyers, Bob Hirsch 
knows the right sizes on the shelves to be worthy of 
more consideration than the problem of the right styles. 
With five shoe stocks under his guidance, all located 
within the same general trading area in Southern 
California, he finds a great discrepancy in the best 
selling sizes. This is true not only when comparing 
one town with another, but in studying different types 
of shoes within the same store. 

Thus a size schedule for Long Beach would be out 
of kilter for precisely the same shoe in Glendale or 
Pasadena. The best selling size in women’s shoes in 
Long Beach is 714, while in Glendale it is a 7 by long 
odds. 

The very first step in solving the size problem is to 
find the middle of the stock. There is only one way to 
do that, by taking a composite size sheet of the sales 
of one particular group of shoes for a long period, 
say a year. The size sheet reproduced represents the 


Will Wait fer a Size in a Nationally Advertised 
Shee, but Go Elsewhere if It’s Unbranded. 


sale of one specially advertised line of shoes priced at 
$5.00 and $6.00 at the Long Beach store. 

After this table has been compiled, the exact middle 
of the stock has been revealed. Of the 9653 pairs of 
shoes sold in this study, 1698 of them were size 71/, 
while only one pair of size 1 and one pair of size 2 
were sold. Obviously, a store will not stock a ten thou- 
sand to one shot, so these sizes represented special 
orders. 

If the store is open to buy 900 pairs of these shoes. 
Hirsch can arrive at the definite proportion by detail- 
ing 10 per cent of the sizes shown on this master sheet. 

Composite size sheets are taken once a month in 
order to see how the sizes correspond to this chart. A 
balancing of sizes on the shelves plus those on order. 
against the record of the master size sheet, is then in 
order. 

Relative to end sizes, this buyer figures that if 
he buys one pair of size 1, he may carry it for a year 
before a customer needs this size and then the style 
will be wrong. If he puts this same money into a pair 
of 74% B, he will have 408 chances of selling this shoe 
in the course of a year. Compare the sizes 4 and 11. 
Just 44 pairs of size 4 were sold against 54 pairs o/ 
size 11. Nearly every shoe stock will have an over 
abundance of 4’s but few will have plenty of 11’s. 

[TURN TO PAGE 55, PLEASE | 
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CONFIDENCE in their fine QUALITIES 
created the steady 
demand for 


NORTHWESTERN LEATHER COMPANY TRUST BOSTON 


When writing advertisers please mention Boot and Shoe Recorder 
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Health Features 


In Footwear Scientific Selling Points That Help Increase 
the Promotional Appeal and Profit Possi- 
bilities of Nationally Known Lines 


SO much emphasis is being put on style and price in 
the shoe business today that we are apt to overlook. the 
; steady progress some shoe manufacturers are making 
in improving the fitting qualities and general per- 
formance of their shoes. However, our observation SYNCHRO-FLEX SHOES 
leads us to believe that just as much progress. has been 
made by the shoe industry in its field as the railroads 
. in producing streamline speed trains, also the auto- 
mobile industry with its steady year-to-year improve- 
ments in motor cars. ; 
| A case in point is that of the J. P. Smith Shoe Com- 
pany, Chicago, in presenting its new line of Arch- 
Smith Synchro-Flex Shoes. 

As explained by Howard Smith, president of this 
company: “The name ArchSmith Synchro-Flex is 
obvious because these shoes are built to synchronize 
with feet in action. People generally have been pretty 
well educated by the automobile industry to know 
that synchronization means perfect timing or equalized 
action of gears and springs to eliminate vibration and 
thus to afford smoother, more comfortable riding quali- 
ties of motor cars. All moving parts become one in 
harmonious performance. 

“The same applies to ArchSmith Synchro-Flex 
Shoes. Shoes and feet become one in harmonious per- 
formance. They give the wearer an entirely new sen- 
sation of ease, comfort and balance in walking.” 

Mr. Smith explained further that ArchSmith 
Synchro-Flex Shoes are the result of several years of 
experiment and exhaustive tests in collaboration with 
the country’s foremost orthopedic experts. In the 
process of developing the line and arriving at definite 
standards for practical manufacturing purposes, many 
new discoveries were made involving an entirely new 
system of foot measurements and allowances for stress 
and strain for live feet in action. Thus ArchSmith 
introduces a new and advanced principle of shoe 
manufacture. 

An important factor in ArchSmith Synchro-Flex 
construction is the patented “flexible” and “rigid” arch. 
This arch is an ingenious combination of two distinct 
arches which, as Mr. Smith states, not only provides 
scientific support for the bones of the feet but imparts 
live, stimulating spring action to feet in motion. 


ARCHSMITH 


Showing Construction 
of "Flexible" and "Rigid" Arch 
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GO00D SALES PSYCHOLOGY 
IN MODERNIZATION 


How a Kansas Shoe Store Told lis 


Customers It Had Faith in the Fature 


NO better illustration of the immediate effect of- mod- 
ernizing a shoe store can be had than that which was 
experienced by J. R. Epp, of Salina, Kan. 

Much has been written in the press relative to the 
drought and dust storms in and around Kansas, but 
little has been said as to how the courageous retail 
shoe merchants acted when faced with almost intolerable 
local conditions. 

Salina, where the Epp’s Bootery is located, is a like- 
ly city of 20,000, with a large farmer trade coming in 
from many miles around. Just to show how the rural 
trade responded to a complete modernization plan when 
the going was pretty tough is a revelation in itself. 

“The effect of our modernization was felt at once,” 
said Mr. Epp. Then we asked him how he happened 
to feel it was the right time to make such a move involv- 
ing a considerable outlay of money. There is a real 
inspiration in his illuminating answer, which follows: 

“You ask that I tell you why I thought it the time 
to remodel. We came to Salina, opening a modestly 
equipped shoe store in the fall of 1921. Our business 
grew without a check until the depression came along. 


J. R. EPP 


This store suffered in perhaps the same proportion that 
the others did until along in the fall of 1933. Then 
we were plumb fed up on depression and depression 
psychology. We decided that the public was fed up, too. 
“With all this in the back of our heads, it was felt 
that now was the time to do something. Remodel, 
change the front, buy new furniture, almost anything 
which would show the public some evidence of new 
life. NRA had come along, industry was hiring more 
help, we put on another man, folks were commencing 
[TURN TO PAGE 57, PLEASE | 


INTERIOR OF THE RECENTLY REMODELED EPPS BOOTERY 

AT SALINA, KAN. THE WHOLE STORE, BOTH INTERIOR AND 

EXTERIOR, WAS COMPLETELY MODERNIZED AND RE- 
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FASHION-WALK 


Whe lv the 10000 


There is a ‘new trend’ in low heel welt shoes. 
The quality customer will no longer buy them on 
strictly ‘comfort’ basis. They must now be 
fashionable too. To help you solve the problem 
profitably, FASHION-WALK offers a trend” 
line backed by a sound merchandising plan. It 
gives you both fashion lasts AND comfort lasts to 
meet both phases of consumer demand. It gives 
you shoes made in New York by an organization 
with twenty-five years experience in making quality 
welts Shoes which will sell mainly at 10.50 
and 11.50 with best sellers carried in stock. It 
enables you to buy, to advertise, to merchandise 
your comfort, style, service, and sports welt shoes 
from a single quality welt line. Find out about 
Fashion-Walk before you buy—before your com- 
petitors beat you to it. See the line at the January 
Convention in the Palmer House, Chicago. Or a 


postcard will bring our representative to you at once. 


FASHION-WALK SHOE CO. 


LONG ISLAND CITY, NEW YORK 


When writing advertisers please mention Boot and Shoe Recorder 
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NATIONAL SHOE 


Association Offices and Service Center, 274 Madison Avenue, New York, N. Y. 


M. A. MITTELMAN 
President, N.S.R.A. 


A. MITTELMAN of Detroit, president of the 

¢ National Shoe Retailers Association, made splen- 
did use of the time he spent in Chicago recently, when 
he visited that city to attend a meeting given by Chicago’s 
shoe men to plan for a whole-hearted welcome to retailers 
when the N.S.R.A. gathers in Chicago during the National 
Shoe Fair, Jan. 6, 7, 8 and 9. Besides attending this meet- 
ing, he personally contacted a majority of the shoe men 
in the Loop District. 

In his brief address at the Chicago meeting, President 
Mittelman expressed entire accord with the plans and pro- 
gram for the January gathering of shoe men and pre- 
dicted that the affair would surpass all previous efforts 
in merchant attendance. 

“The program of business benefits to attending mer- 
chants is especially impressive,” said Mr. Mittelman, 
following the meeting. “The educational features are 
planned perfectly and should be particularly helpful to 
those who have individual problems, peculiar to their 
own stores, localities and businesses. 

“The suggested clinic type of program has my high 
endorsement because too many business programs fire 
their ammunition at targets high above the heads of the 
average merchant. 


Practical Merchandising Clinics 


“The concentration of executive direction in the planned 
clinics is a service of which every merchant should avail 
himself. If your shoe store is facing a profit or volume 
breakdown, I am of the opinion that it can be helped 
through contact with the shoe clinic staff. 

“This, I think, is a decided improvement in program 


Mittelman OKs Chicago Program 


Merchandising Clinics, a New Approach to the Study of 
Fashion and Interesting Discussions of Government 
Activities in Their Relation to Retailing Will Be Among 
the Educational Highlights of the Program That Will 
Attract Thousands of Shoe Men to Chicago January 6-9, 
1936—N.S.R.A. Members Urged to Attend. 


planning, as it gives to the smaller merchant the type of 
assistance most beneficial to his type and size of business. 

“The selection of the staff to conduct the clinics is most 
practical in that the personnel will consist of men who 
have had a practical experience in the particular field for 
which they have been chosen. 

“I believe that the new approach to both womens 
and men’s style conferences will be unanimously accepted 
by merchants. To have the judgment of those who have 
invested their money in definite footwear styles is to pos- 
sess fashion information that is reliable and dependable. 
There is soundness and conviction when a buyer expresses 
himself and his advice is based on dollars and cents 
belief. 

“Many trends in footwear fashions are specially related 
to individual climates and territories. A general style 
declaration left many things still to be considered by the 
average individual shoe merchant. The new thinking of 
footwear styles in their relation to location and develop- 
ing the Styles Conference around an advisory committee 
nationally spotted will bring a nation-wide survey of 
styles of proven value to shoe merchants, wherever their 
stores may be located. 


Taxes and Legislation 


“What with taxes and legislation playing such an im- 
portant part in the operating costs of every shoe store, 
speakers covering the latest developments in the field of 
government which are likely to have an effect upon busi- 
ness will win the interest and close attention of every 
merchant present. 

“The time has come when every shoe man should take 
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RETAILERS ASSOCIATION 


“dn Association Serving the Best Interests of the Retail Shoe Trade and the Industry inits Entirety” 
FOUNDED 1912 


a greater interest in the affairs of government and inform 
himself on the activities of Federal, state and local legis- 
lative bodies, with particular reference to proposed legis- 
lation that places burdens on the profits of retailing and 
manufacturing. 

“After listening to a detailed discussion of the plans 
and program, I want to direct an invitation to every shoe 
merchant to attend this first unified national gathering 
of shoe men designed especially for intelligent buying 
and profitable selling in 1936. 

“Organize your store activities in advance—establish 
a plan that will enable you to leave your business for 
a few days, so that you can return to it with fresh ideas 
that will pave a path of progress, resulting in increased 
profits in the year ahead.” 


Business Census to Give 
National Picture 


ECRETARY OF COMMERCE DANIEL C. ROPER 

and Director of the Census W. L. Austin, have ad- 
dressed the following communication, relative to the 
Census of American Business to be taken next year, to 
all business men and associations: 

“A Census of American Business will be taken early 
next January simultaneously with the biennial Census of 
Manufactures. Both will cover the calendar year of 1935. 
This business man’s census will provide a national picture 
of the number of establishments, volume of business, per- 
sons employed, wages paid, and other facts which can 
be compared with the previous censuses of 1929 and 
1933. The scope of the business census will include retail 
trade, wholesale trade, service establishments of all types. 
places of amusement, hotels and other lodging places of 
a business type, banking and finance, insurance, highway 
and street motor vehicle transportation, commercial broad- 
casting, construction by contractors and operative builders, 
operation of commercial and office buildings, and real 
estate brokerage. The results of this census will certainly 
be of real value to you. 

“We have consulted a large number of business men 
and representatives of business organizations in the draft- 
ing and revision of our schedules, and every effort has 
been made to simplify the inquiries. We have endeavored 


to avoid any questions that will annoy or antagonize the 
business man and have limited the amount of detail, in 
order that you may have no additional expense in making 
up your report. 

“We ask for the cooperation and assistance of the busi- 
ness men of the United States in this undertaking and 
assure each of you that your individual report will be 
held absolutely confidential. Only sworn employees of 
the Bureau of the Census will be permitted to examine 
your report and no information will be given to any per- 
son, whether in Government service or private life, which 
would disclose, exactly or approximately, any of the facts 
or figures in your report. The information will be used 
for statistical purposes only. 

“You will receive advanced copies of the printed 
schedule forms in the near future for your information 
and that of your associates.” 


New Yorkers Arrange Special 
Train to Chicago 


RCHIDS go to Jesse Adler and a group including 
Frank Garside, Frank A. McLaughlin, Maurice 
Miller and John Slater for organizing the first special 
train to carry shoe men to Chicago where the National 
Shoe Fair will be held Jan. 6, 7, 8 and 9. 

The committee has already aroused interest among shoe 
men in uniting all groups on one train in journeying to 
Chicago. Chairman Adler reports that through the cooper- 
ation of the New York Central, over whose road the shoe 
men will travel, a “buffet supper” will be served to all 
on board and the refreshments will be “on the house.” 

The N.S.R.A. is hopeful that other sections of the 
country will arrange for similar special trains to carry 
the merchants to Chicago. 


Many N.S.R.A. members attended the showing of 
Spring lines by members of the Shoe Fashion Guild at 
the Waldorf-Astoria Hotel, New York, on Monday, Tues- 
day and Wednesday of this week. Visitors included a 
considerable number from the Pacific Coast and the 
South, as well as eastern and mid-western buyers. The 
new lines were very attractive and buying is said to have 
equalled advance expectations. 


The matters discussed on these pages are solely the expression of the National Shoe Retailers Association 
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We Didn't Want Government 
in Business 


[CONTINUED FROM PAGE 17] 


advised, is to be conducted by James 
P. Davis of NRA, in connection with 
which it was reported in the press that 
the labor aspects of the investigation 
will be under the direction of Joseph 
Brodinsky, who was on the staff of 
the Labor Advisory Board of NRA and 
was active in the investigations of the 
shoe industry in Massachusetts and the 
national investigation of the shoe in- 
dustry under NRA, to methods of 
which our Board of Directors objected 
in its formal resolutions passed on 
May 2, 1935. 

“We are also informed that Captain 
W. P. Robert, chairman of a committee 
appointed by President Roosevelt to 
report on changes in labor and trade 
practice standards, is also undertak- 
ing a special investigation of the shoe 
manufacturing industry, and that in- 
vestigators and field men of the NRA 
Compliance Offices will be employed in 
making the investigation. 

“We are also advised that another 
survey is to be made, under the direc- 
tion of Dr. Walton Hamilton, Director 
of Consumers Division of the National 
Emergency Council and Cabinet Com- 
mittee; and will be conducted by S. M. 
Butt, formerly of the Consumers Ad- 
visory Board of NRA, and will be 
particularly directed toward prices, 
with the various factors involved. 


“There is no question in my mind, or 
in the minds of others in our industry 
who have been closely in touch with the 
Washington situation during the past 
few months, that two years of collec- 
tivist theorizing and practices under 
the NRA have left their mark of col- 
lectivist thinking on the minds of those 
who have theories to try, or who are 
unfriendly or hostile toward industry, 
or assume that attitude for political 
purposes. Whether our industry likes 
it or not, it must face the fact that 
while NRA has been shorn of some of 
its prerogatives, the theory and prac- 
tices of political domination of indus- 
try are still with us. 

“The National Boot and Shoe Manu- 
facturers Association is making an 
earnest endeavor to organize its work, 
so that it may serve the entire indus- 
try by stabilizing conditions within the 
industry, demonstrate that the indus- 
try is fulfilling its obligations to the 
general social order and prove that 
government control of our industry is 
not called for, either for the public good 
or for the good of the industry itself. 
As a matter of fact, it is the definite 
purpose of our industry, in view of all 
the foregoing facts, to make an earnest 
and decisive resistance to any further 
attempts at political domination of our 
industry.” 


The Mechanics of the Foot 


[CONTINUED FROM PAGE 21] 


with the ground, the impetus is suf- 
ficient to carry the body center to its 
perpendicular position over the other 
foot at V; while the final digital effort 
pushes the center beyond that point in 
order to insure even continuity with 
the next step. 

A similar diagram of the left foot’s 
action shows how the receptive stages 
of one foot are combined with the pro- 
pulsive efforts of the other. This 
diagrammatic analysis of the walking 
stride is relative, and intended only to 
demonstrate how continuity of action 
between the two feet and extensive 
functional overlap give smoothness to 
the walking gait, in spite of the very 
short duration of the overlapping 
period of ground contacts. 

Let us now consider more specfically 
the mechanics of the foot’s action in 
the different phases of its functional 
contact with the ground. 

As soon as the foot has established 
its complete contact with the ground, 
the bones gravitate immediately into 
firm and stable apposition with one 
another. The shock of impact is ab- 
sorbed by the resilient, cushioning 
effects of the tensed ligamentous struc- 
tures of the sole. With the advance of 


the body during this gravitational 
phase, the leg is being brought forward 
from the oblique position it occupied 
at the time of heel contact, to its posi- 
tion in stance slightly in front of the 
perpendicular. Throughout this period, 
the elements of structural and postural 
stability maintain the balanced poise 
of the foot as body weight is trans- 
ferred upon it. The period ends in a 
momentary standing phase, as_ the 
body center passes the mid-point of 
perpendicular support. 

Up to this point, the center of trans- 
mitted weight has coincided with the 
foot’s axis of balance as body weight 
is being assumed by the foot. The pres- 
sure is transmitted to the ground by 
three bony channels: (1) the cal- 
caneum, posteriorily; (2) a medial 
channel through the neck and head of 
the talus, the navicular, the three 
cuneiform and their corresponding 
metatarsal bones; and (3) a lateral 
channel by way of the anterior process 
of the caleaneum the cuboid and two 
outer metatarsal bones (Fig. 3). 

The toes had also made contact with 
the ground at the beginning of the 
gravitational phase, but it was non- 
functional and the firmness of their 
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contact did not exceed the mild pres- 
sure induced by the tonic action of 
their flexor muscles in controlling the 
subtalar joint. 


Leverage in Walking 


With the beginning of the leverage 
phase, after the center of body weight 
passes the mid-point of the foot, the 
large calf muscles start their active 
contraction. As the heel is lifted from 
the ground, the leverage effort directs 
all the weight stresses forward, through 
the medial and lateral channels, upon 
the fore port of the foot. At the same 
time the smaller muscles of the leg (the 
Tibialis posterior with the long flexors 
of the hallux and the digits on the 
medial side, and the Peroneus longus 
and brevis on the lateral side) con- 
tribute to the propulsive effort through 
their bowstring action against the 
ankle. 

The real leverage action, however, is 
performed from the heel by the Gastroc- 
nemius and the Soleus muscles. The 
heads of metatarsals I and II serve as 
the fulcrum. Consequently it becomes 
necessary for the center of the weight 
stresses, which at first had followed 
the axis of balance, to be swung medi- 
ally upon the leverage axis. This 
change in course is accomplished chiefly 
by the lateral metatarsals, which act 
as auxiliary levers to lift and redirect 
the lateral stresses toward the bases 
of metatarsals I and II. 


Structural Characteristics 


Another counterbalancing feature is 
furnished by the structural character- 
istics of the medial channel, although 
it is more effective in the forceful 
efforts of rapid locomotion. Persistence 
of a mild inward slant in the susten- 
tacular portion of the subtalar joint 
accounts for the inward deviation of 
the neck of the talus. The physiological 
effect of that slant has been to direct 
the medial stream of weight stresses 
off the inner border of the foot, in 
opposition to the course followed by the 
lateral stream. The medial stresses are 
then redirected upon the foot by action 
of the tibial muscles so that they fuse 
with the lateral stresses at the bases 
of metatarsals I and II. The diver- 
gence and convergence of these two 
channels is particularly adapted for 
the balance of weight stresses upon 
the leverage axis, as employed in the 
running stride. 

In the less forceful efforts of walk- 
ing, however, the lateral metatarsal 
bones are most effective in redirecting 
the course of the lateral stresses 
toward the medial border of the foot. 
Also, the inward swing of their course 
is greater in walking, because any 
angle of out-toeing used in the slower 
gaits tends to place the head of the 
first metatarsal bone in a_ position 
where it alone becomes the principal 
fulerum of the foot’s leverage action. 

[TURN TO PAGE 55, PLEASE] 
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STEP UP AND SEE 
HOW STYLE STEPS UP 


IN THE 


DOUGLAS LINE FOR SPRING 


A few weeks ago we reprinted here a news story from the New York 
Herald Tribune, calling attention to the fact that Douglas was ‘‘going 
places”’ in the matter of style. That story referred to the highly success- 
ful Douglas line for Fall. But if you haven’t seen the new Douglas line 
for Spring, you haven’t seen anything yet! 

Step up and see how we’ve stepped up style in these shoes that Mr. 
America will be buying when the sun comes north again. The latest in 
ventilated shoes. A great selection of sports footwear, including bucks 
in all popular colors. Light-weight shoes. Perfect-fitting lasts. All hits— 
no errors—and a run on every number. 

If style were enough to make you a profit, you could choose the 
Douglas Spring line on that basis alone. But remember that Douglas 
backs up its smart new style with— 


National advertising for fast turnover. 
All-Leather Construction for real value. 
Over 50 years of leadership for prestige. 
Generous mark-up for a real profit to you. 


There may be an exclusive Douglas franchise open in your community. 
Write for information today. 


DOUGLAS SHOE COMPANY 


BROCKTON MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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TRENDS FROM GUILD OPENING 


PATTERNS are more dramatic and simpler at the 
- game time.-The square tae and heel are an important 
~ factor in giving a fresh clean-cut look to Spring shoes. 
» Constructed cut-outs and slashed openings, the best 
form of air conditioning. Noticeably less perforations 
in restrained design areas or in all-over surface 
treatment. 

Fewer strict oxfords. Straps, sandals and step-ins 
follow an oxford line, but have new adjustments— 
buckles, novelty tongues and buttons. 

A feeling for trimmed pumps. Novelty bow treat- 
ments incorporated in the shoe pattern, the newest 
form of this shoe type. 

Most conspicuous color note—bright light brown 
with the rust cast, Bourbon, Luggage Tan and Chaudron. 
Used for entire shoes and for trimming accents on both 
light and dark shoes. The newest reverse treatment for 
Spring street wear is navy with this bright light brown 
accent. The newest spectator resort shoe is white with 
this rust color trimming. 

Colored patent leather, the excitement of the mo- 
ment for Southern sandals. Strong favor shown for 
dark fabrics for street wear, in addition to classic 
leathers. 

Medium low heels are even more important. Also a 
few extremely high heels in sharp contrast for high style 
tailored shoes and dress wear. 


SPRING in every line at the First Showing of the 
Shoe Fashion Guild of America, staged at the Waldorf- 
Astoria Hotel, New York, November 18, 19 and 20. 
This showing was by a group of quality shoe manu- 
facturers to a selected list of buyers of quality shoes. 
Indication of a “return to quality” was voiced by shoe 
buyers and manufacturers. More than 350 buyers reg- 
istered, with the majority staying through the week 
for “unhurried” selection of their top grades. 

The date of the New York gathering was selected 
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GUILD GUIDES SPRING INTO 
NEW COLORS. 


1935 


PATTERNS 
AND LASTS 


First Showing a Spring Song 
for Quality and Fashion 


because it is considered to be the natural time when 
the buyers of high grade shoes lay out their lines for 
the coming season. This proved to be the case, as evi- 
denced by many substantial orders placed. 

Viewed from a merchandising point of view, it is 
only natural for buyers of the top lines of shoes to 
wish to study the offerings of the Guild members, and 
to do so in a harmonious atmosphere, in an order], 
manner. Most of the buyers follow the policy of plan- 
ning out their high grade lines first, then working down 
to their less-price goods later. 

The showing was an unquestioned success, when 
viewed from all angles. This was brought out in the 
Wednesday noon meeting, presided over by George 
Miller, president of the Guild. Some 500 attended thi- 
function. It was the general opinion that the showiny 
had so well served its purpose that it would undoubi. 
edly be considered as a permanent function. 

Buyers seemed to be in an inquisitive frame of mind. 
They wanted to know all about the swing to square 
toes in the top grades; they wanted to find out wha! 
other buyers were doing, either in rearranging their 
price structure or in “standing pat,” then was the que:- 
tion of the importance of open sandals for the Sprin: 
selling in the top-price field. 

It can be definitely stated that square toes are her: 
to stay in the better grades, more especially in the 
medium and higher heels. In the low heeled square-toc 
lasts, the feeling was that these would be good when 
priced at $12.75 and down, but were doubtful me:- 
chandise if priced higher. - 

A spokesman for the Guild said: “I believe we must 
be discriminating in selling square toes. While they 
are a real factor and will be so considered for som 
time to come, every store has an individual problem 
to consider in the selling, and will continue to have. 
As a rule, the trade has accepted the square toe as 1 
extra pair proposition. Women will buy square tors 

in our grades from the new style and comfort poi! 
of view, but they will not have a complete square t»¢ 
[TURN TO PAGE 61, PLEAS‘ | 
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Number Nine of a series of thoughts entitled 


* 


the 


An honest man might make shoddy 
shoes but he wouldn’t sell many 
if he advertised them for 
what they are 


“Caveat emptor” is a Latin expression which when trans- 
lated into English means “Let the buyer beware.” 


% But today successful business is done on confidence, not 


trickery. 


% We do not think it dishonest to make and sell shoddy 
shoes, provided they are truthfully represented to the purchaser, but we do not believe 
many of them would be sold if the whole truth were told about them. Everything that 
everybody buys is accepted for what it appears to be. Therefore a shoe that appears to be 
leather should be leather and Star Brand shoes are all-leather, always. 


% We think it a deception to sell an article on its looks that 
looks to be what it isn’t, and dealers who sell Star Brand shoes sell shoes that are as good 


as they look. 


“Star Brand Shoes Are Better” 


ROBERTS, JOHNSONS RAND 


Branch of international Shoe Co. 


Witt ST. LOUIS MISSOURI 


When writing advertisers please mention Boot and Shoe Recorder 
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TAKES A PLACE ALONGSIDE 
OF TELEPHOTOGRAPHY AS 
A SYMBOL OF TODAY’S 
MARCH OF PROGRESS” 


When writing advertisers please mention Boot and Shoe Recorder 
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TURN HARD SIDEWALKS 
INTO SOFT CARPETS 


Current Sales Prove There Has Been A Waiting 
Market for This Different Type of Style Shoe 


These glamorously styled shoes are as 
smart as a woman could wish shoes to be . . 
and more comfortable than she ever 


IR-STEP and the descriptive phrase 
“Walking on Air” are not mere 
advertising expressions. They're not just 


words to make Air-Step Shoes sound like a 
different type of shoe. Air-Step Shoes are 
different. Sales figures in leading depart- 
ment stores and shoe stores are proof 


thought shoes could be. It’s no wonder 
that Air-Step Shoes are opening up new 
sales and profit possibilities in the $5 price 


range. 


beyond question that women see and feel 


is di ! 
this difference! Let a representative explain to you, without 


obligation on your part, what an exclusive 
Air-Step franchise could mean to your depart- 
ment or store. A letter will bring him around 
in a few days. 


AIR/STEP 


introduces the most revolutionary advance 
in the construction of women’s style shoes 
since the first pair of leather shoes. 


Manufacturers - ~- St. Louis 


Also makers of BUSTER BROWN SHOES 


Note: Brown Shoe Company Owns Exclu- 
sive United States Rights to Manufacture 
hese Shoes. 


The unique aerolastic cushion between the 
in-sole and out-sole of these modern shoes, 
extends the full width of the sole, cush- 
ions every step. Turns hard sidewalks into 
soft carpets. 


TO RETAIL 
PROFITABLY 


AT $5 


When writing advertisers please mention Boot and Shoe Recorder 
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TH 


made by a 
MODERN METHOD 


Many leading manufac- 
turers of quality footweer 


are producing Silhouwelts 


in smart new designs. 


They offer unsurpassed 
values to the wearer and a 


real business building op- 


portunity to the merchant. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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THERE IS A TREMENDOUS 


1935 


Ny 


. oe figures for 1934 show that in 
volume of business, the Women’s 
Shoe Department of the average Depart- 
ment Store is exceeded only by the 
Ready-to-Wear, Hosiery and Men’s Fur- 
nishings Departments. 


Men’s, Boys’ and Children’s Shoes are 
also major departments. The combined 
volume of the Shoe Departments ac- 
counts for 6.7% of the entire business 
of the average Department Store. 


Shoe Department 
A. Livingston & Sons 
Bloomington, Ill. 


An impartial survey has revealed that 
shoes are sold by 100% of the giant De- 
partment Stores, 74.1% of the medium 
sized stores, 62.8% of the small stores. 


Dry Goods Economist reaches more of 
the above stores than any other publica- 
tion in the field. 


“The greatest coverage in the Depart- 
ment Store field at the lowest cost” is 
not a slogan, it’s a fact. Write today for 
advertising rates and more details. 


DRY GOODS 


ECONOMIST 


239 West 39th Street P ae Ernest C. Hastings 
New York City A Chilton Publication President 


When writing advertisers please mention Boot and Shoe Recorder 


The Department 


Store Magazine 
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Yast designed far 
use With e/ther 
type of insole 


Sa ddle insole 


Look for this stamp 

on all shoes made 

on “Down to the 
Wood” lasts. 


The last shown above is made to accommodate both 
ordinary and saddle types of innersoles. 


Shoes made on “Down to the Wood” lasts are snug 
at the shank and give the wearer the very desirable 
advantage of a comfortable fit. Many leading retailers 
endorse this important contribution to good shoemaking. 


Manufacturers can procure these lasts or have their 
present lasts made over at any of our eight plants 
shown on the opposite page. 


When writing advertisers please mention Boot and Shoe Recorder 
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The United Last Com- 
pany operates these 
modern factories in 


eight important terri- 


BROOKLYN, N. Y. 


FITZ BROS. CO. 
tories. Its facilities for 


style and service are 


constantly available 
to the shoe manufac- 
turing industry. 


KRENTLER 


UNITED LAST CO. S\N | KRENTLER BROS. CO, 
BROCKTON, MASS. ' ST. LOUIS, MO. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASS. 


UNITED LAST CO., LTD. EMPIRE LAST WORKS 
MONTREAL, P. Q. ROCHESTER, 


When writing advertisers please mention Boot and Shoe Recorder 
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WALKS 


SMART STYLES for YOUNG MODERNS 


HIGH GRADE 


WELTS 
FOR 
SPORT ¢ DRESS 


18 Different Styles 
62 Different Sixes 
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The Worn Shoe 


[CONTINUED FROM PAGE 19] 


weight, as there may be considerable 
weakness in the longitudinal arch. 
More feet of this type are uninten- 
tionally misfitted as to length than any 
other type of foot. In many instances 
the foot will lengthen from two to 
three full sizes with the body weight. 
This foot needs the support of a high 
arch, a high waist and considerable 
inflare in the shoe selected, with plenty 
of length to allow for the abnormal 
elongation. 

Our old friend with the bulge at the 
head of the first metatarsal (Fig. 6) 
is a familiar sight in every shoe store. 
Much time can be saved by not show- 
ing shoes with seams that interfere 
with the happiness of the bunion. 

These and many other indications of 
abnormalities large and small, are in 
the shoes we take off our customer’s 
feet every day. We can render a 
better and more intelligent service 
which will be thoroughly appreciated 
by the trade by going to the trouble of 
making a careful check up of the con- 
dition of the old shoes. Many shoe 
complaints are unjust to the shoes be- 
cause of the condition of the feet. Often 
sympathetic interest as to the causes 
why a shoe has worn unsatisfactorily 
and a brief explanation as to the cause 
of the damage, will bring about a 
fairer adjustment of the complaint. 


In doing this and giving the cus- 
tomers intelligent facts, we will instil! 
in them a new confidence that will help 
to sell the correct type of shoe. 


J.M. Formes Co. Move Store 


BurFraLo, N. Y.—J. M. Formes & 
Co., who for the last 36 years have 
operated a retail shoe store at 72 Ex- 
change Street, have moved their place 
of business to 70 Main Street, as the 
building in which they had their stor: 
will soon be demolished. 

At one time, Exchange Street was 
one of the principal retail business 
streets of Buffalo as the Central Rail- 
road depot was located in that section 
as well as a large number of light 
manufacturing plants. Gradually, 
these moved away. The railroad bui!: 
a new station about two miles away. 

However, even though the neighbor- 
hood deteriorated, customers from a’! 
over the city continued to patronize 
the Formes store although the neigh- 
borhood was anything but inviting. 
This shows what good-will will do. It 
is probable that the company woul: 
have continued at the old location but 
for the plan to raze its quarters. 


this dashing age 


Style No. 
hillie. 
Roughie Leather. 


Leather Heel. Sizes 


At the Chicago Fair, 
January 5 to 9, 1936. 
Morrison Hotel 337-340. 


LACE- A-BOUT 


720, Brown Elk 
Style No. 721, same in Brown 


Seven Iron Flexible Oak Bend 
Sole reduced to six = 12/8 


AAAA, 5/9 AAA. 4/9 


710 NORTH TWELFTH 


THE ONLY EXCLUSIVE GOODYEAR WELT ORGANIZATION IN MISSOURI 


TERMS 


CASH DISCOUNT 


o% if paid within 15 
days of date of in- 

voice. 

n stock, 

2% if paid within 

30 days of date of in- 

voice. 


In our effort to make 
the best shoes pos- 
sible that you can 
sell at prices within 
reach of the major- 
ity of the buying 
public, we ship mer- 
chandise only to firms 
who discount their 


bills. 
THE 


DASH-A-BOUT 


‘Style No. 729, Hubschman’s 
935 Calf, Trimmed with | 
Brown Roughie Leather. 


Six Iron Flexible Oak Bend 
Sole. 12/8 Leather Heel. 
Sizes in stock, 6/9 AAAA, 5/9 
AAA, 41/9 AA, 4/9 A, 
3144/9 B. 


$9.60 


SHOE CORPORATION 


OF AMERICA 
CENTRAL TERMINAL BUILDING 


BLVD., 


SAINT LOUIS, 


MO. 


IN STOCK 
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O the trade the name of Andrew Geller repre- 
sents exquisite footwear of the finest quality and 
smartest style. The Spring 1936 Line is true to 
the Geller tradition .. . a line that is unequalled 
for originality of design and brilliance of execu- 
tion. The distinctive new styles and flawless 
craftsmanship that distinguish these new offer- 
ings mark another significant milestone in the 
development of the art of fine shoe making. 


Andrew Geller 
exquisite 


BROOKLYN 


When writing advertisers please mention Boot and Shoe Recorder 
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a 
SHOE BUYERS 


NEAREST NEW HOTEL TO 
PENNSYLVANIA STATION 


1200 rooms each with radio, private 
bath, (tub and shower) circulating ice 
water, servidors. 4 air-cooled restau- 
rants. Old Silvernails Tavern. Near 
large department stores, Holland 
Tunnel. B & O buses stop at door. 


STREET and 7th AVENUE 


York 


OPPOSITE PENN. R.R. STATION 


- 
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600 ROOMS 
WITH BATH 


PENNSYLVANIA 


39' & CHESTNUT STREETS - PHILADELPHIA 


CHRISTMAS PRICE TICKETS, 
WINDOW DISPLAY CARDS, and COLORFUL 
BACKGROUNDS NOW AVAILABLE 
Write for colored circular illustrating beautiful 
backgrounds; also for samples of tickets, and 


sales messages on cards. 


Christmas designs . 
on white background. "Rinck 


Size: 144” x 2%” 


Appropriate Holiday designs in bright greens and 
reds on snow-white backgrounds. These Christ- 
mas tickets will create the Holiday spirit needed 
in your windows. Available in popular denomi- 
nations and blanks. 


1 dozen 25¢ 6 dozen $1.10 12 dozen $2.00 
Check with order, please, unless C.O.D. preferred. 


BOOT AND SHOE RECORDER 
Merchants Service Department 
209 South State Street, Chicago, Illinois 


When writing advertisers please mention Boot and Shoe Recorder 
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SOME DEALERS 
GOT THE 


WRONG 
IDEA! 


UR Announcement that the New COLT 
British Patterned Boots are now made in 
America has led some dealers to ask whether 
we are replacing our COLT English - made 
Boots. Of course, we were highly flattered by 
those who have seen the New COLT American- 
made boots and who were of the opinion that 
they are equal in appearance and style to their 
English brothers. 


Nevertheless we will continue 

to carry a complete line of 

COLT English-made Boots in 

stock at all times and priced © 
to the trade from $10.50 to 

$22.50, in both Men’s and 

Women’s. 


Get your orders in for these 
new, 


COLT MADE-IN-AMERICA 
WOMEN’S BOOTS 
No. 7000—Brown 
No. 7001—Black 


MEN’S BOOTS 
No. 7004—Brown ... . $5.00 
No. 7005—Black .... 5.00 
WOMEN’S JODHPURS 


No. 7002—Brown 
$3.50 


No. 7003—Black 
$3.50 


MEN’S JODHPURS 
No. 7006—Brown 
$4.00 


No. 7007—Black 
4.00 


COLT-CROMWELL CO., Inc. 


EST. 1899 
1239 BROADWAY—NEW YORK CITY 
524 SANTA FE BLDG.—DALLAS, TEX. 
840 SO. LOS ANGELES ST.—LOS ANGELES, CAL. 


Burt’s Shoe Store, Monroe and State Streets, Chicago, Illinois 


An ATMOSPHERE THAT 
SIMPLIFIES SELLING 


Beautiful Surroundings and Soft Beauty Underfoot 


Create the Mood for Buying 


ONGRATULATIONS to Burt’s Shoe Store on their 

new establishment. It is simple and beautiful, 
with a note of luxury, yet throughout a practical 
and efficient shoe store. 


On the floor is Mohawk Special Wilton, Pattern 
No. 63300-XX. This carpeting is soft and inviting 
both in coloring and in texture. Shoes are certain 
to feel softer and more comfortable during the test- 
ing steps on this high-pile carpeting. 

The Mohawk Carpet Mills, for more than fifty 
years weavers of fine quality rugs and carpets, have 
created one of the most beautiful lines of woolen 
floor coverings ever offered to the buyers of America. 


With hundreds of beautiful patterns, a wide 
range of grades, and quality and durability through- 
out, Mohawk has won a high place in the field of 
floor coverings for commercial establishments. 

Wire collect when you have a floor covering 
problem. The Mohawk Advisory Service will gladly 
cooperate without charge in solving your problem. 


* 
MOHAWK CARPET MILLS 


GENERAL SALES OFFICE: 295 FIFTH AVE., NEW YORK 


Regional Sales Offices: 


Atlanta Boston Chicago Dallas Denver 
Des Moines Detroit High Point Los Angeles 
Philadelphia San Francisco Seattle St. Louis 


1935, Mohawk Carpet Mills, Inc. 


When writing advertisers please mention Boot and Shoe Recorder 
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How can you still sell shoes at 
$2 retail without cufting down 


quality, style, or your mark-up? 


Specify 


ARRABUK 


U. S. PAT. NO. 1.408.671 CANADIAN PAT. NO. 204.316 BRITISH PAT. NO. 319.261 


secause— Arrabuk is one upper 
material that is not “up”’ in price 
this season. Solves the problem of 
maintaining the quality and style 
of your line, without raising the 
retail price, or sacrificing any of your 
mark-up. 


BECAUSE — With a square-foot price 
from 5¢ to 9¢ below that of many 
other upper materials, Arrabuk has 
many distinct advantages in style 
and wearing quality ... Waterproof 
and color-fast. Easily cleaned. Does 
not wear shiny. Retains its smart 


Clear-cut trimming, 
without fraying at edges 
of perforations or pink- 
ing, is making Arrabuk 
increasingly popular 
among makers of fine 
shoes. 


HOOD RUBBER COMPANY, 


appearance throughout the life of 
the shoe. 


BECAUSE—In the manufacturing 
process itself, Arrabuk is superior in 
many ways. Pliant for shaping over 
last. Requires no special handling. 
Cuts with less waste. Takes any 
type perforations, cutouts, or pink- 
ing—without fraying edges. 

See the new Arrabuk in white and 
other spring colors now—before 
you specify more costly materials 
that will cut down your margin of 
profit or boost your price and thus 
cut down the volume. 


Inc. 


WATERTOWN, MASS. 


When writing advertisers please mention Boot and Shoe Recorder 
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THIS WEEK IN THE SHOE 


SATURDAY, NOVEMBER 2:33, 1935 


TRADE 


NATIONAL NEWS 


Men's Spring Shoe Prices Higher 


Some Volume Manufacturers, However, Are Not Taking the Full 
Advance Justified by Increased Leather Costs 


Boston, Mass.—‘“Let’s start with a 
plain fact and keep it continually in 
mind. Leather prices have reached a 
point (and leather sales have been 
made at a level) which make higher 
shoe prices a necessity if the manufac- 
turer is to make any profit on his 
Spring shoes. We have been forced to 
buy high-priced leather and we can’t 
put this higher priced leather into shoes 
at the same prices which prevailed last 
season. We might—if the soles were 
omitted.” 

The speaker was a manufacturer of 
men’s volume shoes. His assertion was 
made in reply to a question as to 
whether the now admitted (and ex- 
pected) seasonal lull in the leather 
market, plus the fractional decline in 
hide prices, could be expected, even in 
the remotest degree, to have any in- 
- fluence on shoe prices for the coming 
season. 

This manufacturer has marked up 
his Spring line and is selling his shoes 
at prices which, although not substan- 
tially higher than last season’s, never- 
theless, are higher. He is not taking 
the full advance to which increased ma- 
terials costs entitle him because he is 
of the opinion that the advance to the 
public will be most easily achieved by 
taking a series of short steps, rather 
than one long stride. 

This, remember, applies to the shoes 
selling in volume at volume prices. 

Manufacturers of shoes selling for 
higher prices seem to feel differently, 
principally as the result of reports re- 
ceived from their traveling salesmen. 
While many of them may not take the 
full price advance, their salesmen be- 
lieve that the merchant will be able to 
advance his prices considerably more, 
in cents per pair, than will the mer- 
chant who handles the lower grade 
merchandise. Advances in list prices 
range all the way from ten to fifty 
cents per pair, in this market, with 
sales made to merchants for delivery in 
the near future. Most of this present- 
day business, of course, is fill-in. The 
Spring price range in this and the very 
high grades is still to be determined. 


No one thinks it will be lower. Many 
believe it may well be higher. 

An investigation of the leather mar- 
ket reveals several instances of acute 
shortage in some lines and what looks 
like impending shortages in others. 
White buck, of course, is scarce, to put 
it mildly; and stocks of white elk have 
been depleted not only by early runs 
of Spring shoes, -but by the vogue of 
white in winter sport footwear. There 
still exists what is almost a serious 
condition in those weights of sole 
leather used on army shoes and even 
in somewhat lighter weights of the bet- 
ter quality. 

The consensus of opinion is that 
while there may be scattered advances, 
the present price level of leather will 


DATES TO REMEMBER 


Boot and Shoe Travelers Association of 
New York Beefsteak Dinner, Hotel Mar- 
tinique, New York, 7.00 P. M., 

Nov. 26, 1935 


National Shoe Travelers’ Association Con- 
vention, Palmer House, Chicago, 
Jan. 3, 4, 1936 


National Shoe Fair and Joint Convention, 
National Shoe Retailers Association 
and National Boot & Shoe Manufac- 
turers Association, Chicago, 

Jan. 6, 7, 8, 9, 1936 


Michigan Retail Shoe Dealers Association 
Convention, Detroit. .Jan. 12, 13, 14, 1936 


Texas-Oklahoma Shoe Retailers Associa- 
tion Convention, Fort Worth, 
Jan. 20-21-22, 1936 


Indiana Shoe Buyers Week, Indianapolis, 
Jan. 26, 27, 28, 1936 


Northwestern Shoe Retailers Regional 
Association Convention, Hotel Radis- 
son, Minneapolis Feb. 2, 3, 4, 1936 


Middle Atlantic Shoe Retailers. Associa- 
tion 22nd Annual Business Meeting and 
Exhibition, Hotel Adelphia, Philadelphia, 

Feb. 10, 11, 12, 1936 


prevail during the near term—but pre- 
dictions are dangerous. 


Detroit Convention 
Plans Under Way 


DetroIT, MicH.—William T. Livings- 
ton, chairman of the convention for 
the Michigan Retail Shoe Dealers As- 
sociation, sent letters this week to three 
hundred shoe travelers, inviting them 
to the exhibit and convention here in 
January. Mr. Livingston pointed with 
pride to the fact that— 

“Detroit in the past entertained the 
National Retailers very successfully. 
Therefore we know that Detroit has 
the facilities and the talent to make 
this state convention one of the out- 
standing shoe conventions. At present 
we have nearly one hundred and fifty 
reservations for space. From present 
indications it appears that the at- 
tendance will exceed that of any 
previous state convention.” 

A large number of reservations for 
space were received this week in reply 
to this letter, President Clyde K. Tay- 
lor stated. A_ broadside is being 
printed, for distribution to thirteen 
hundred retailers in the state next 
week, calling their attention to con- 
vention time. 

A meeting is being held next week 
at the Detroit Leland Hotel, of all 
committee members and the State 
Board of Directors, to plan for the 
convention, and a large attendance of 
up-state as well as Detroit shoemen, 
is anticipated, according to Mr. Tay- 
lor. The Detroit meeting will be an 
informal dinner event. 


Convention Dates Changed 


Fort WortH, TeExAs—The dates of 
the 1936 convention of the Texas- 
Oklahoma Shoe Retailers’ Association 
have been changed from February 10- 
11-12 to January 20-21-22, according 
to M. A. Daniels, chairman. The con- 
vention is to be held at the Texas 
Hotel in Fort Worth. Dates were 
changed because of so many complaints 
about February dates from both manu- 
facturers and retailers who said the 
February dates did not allow enough 
time for the purchase and delivery of 
Spring and Easter stock, so the local 
committee headed by Mr. Daniels set 
the dates up three weeks. 


Execlamations 
of Joy 


AT SEEING 
THE 


SPRING 


SANI DALS 
OXFORDS 


TO RETAIL FROM 
$2.00 TO $3.00 


ON DISPLAY 


NEW YORKER 
HOTEL 
ROOM 804 


DECEMBER 2-3-4-5 


KEYSTONE 
SLIPPER CO., Inc. 
1422 CALLOWHILL ST. 
PHILADELPHIA, PA. 
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On the Selling End 


News of the Travelers and Sales Activities 


Jack Friedauer Joins 
Krippendorf-Dittmann Sales Staff 


CINCINNATI, OHI0—Jack Friedauer, 
well known among retail shoe mer- 
chants of the Middle Atlantic States, is 
now representing the Krippendorf-Ditt- 
man Co., manufacturers of women’s 
shoes, including the Krippendorf Foot 
Rest line, in the state of New Jersey, a 
portion of Philadelphia and Wilming- 
ton, Del. 


JACK FRIEDAUER 


Mr. Friedauer has had a very broad 
experience and is well acquainted with 
the trade in this particular section. He 
has a pleasing personality and a thor- 
ough knowledge of all phases of the 
women’s shoe business. Among the 
concerns he has represented in the past 
were Utz & Dunn Co., of Rochester, 
N. Y.; Lape & Adler Co., of Columbus, 
Ohio, and Irving Drew Co., of Ports- 
mouth, Ohio. 

Mr. Friedauer’s many friends and 
acquaintances in the territory men- 
tioned may look forward to a call from 
him in the near future. 


|. Miller Salesmen En Route 
With Spring Line 
New York—Representatives of I. 
Miller & Sons, Inc., have left for their 
territories with their new Spring line, 
comprising upwards of 40 patterns. 
Irving Grossman, president of I. 
Miller & Sons, states that the cost price 
of their new Spring line will enable 
the retailer to maintain the same re- 
tail prices as Fall. 


Reports Successful Season 


CINCINNATI, OHIO—A. J. Sachs, 
sales manager of the Longini Shoe Mfg. 
Co., says his company has completed the 


most successful season in the company’s 
history. No loss of time and capacity 
production marked the season. 

The new Spring line is now complete 
and has been exceptionally well re- 
ceived by the trade. Sufficient business 
has already been placed to insure capac- 
ity production for the coming season. 


Moves Sample Room 


PHILADELPHIA — Louis Zuroff, who 
represents M. J. Saks of New York in 
this city and vicinity, announces the 
removal of his office and sample room 
from the Forrest Building to the Cen- 
tral Trust Building, N. W. corner of 
Fourth and Market st. Mr. Zuroff said 
that in addition to the location being 
a more convenient one, the new head- 
quarters are larger and much better 
adapted to their purpose. 


Leo Bopp Joins St. Louis 
Shoe Mfg. Co. 


SEDALIA, Mo.—Leo Bopp, manager 
and buyer of Rosenthal’s shoe depart- 
ment in Sedalia, Mo., for the past five 
years, has joined the St. Louis Shoe 
Mfg. Company and will travel Kansas, 
Nebraska and Iowa. 

Mr. Bopp started out Nov. 18 for his 
territory with his new Spring line. 


Mexican Shoe Influence 


St. Louis—In sending out their 
new spring sample line, the Winthrop 
Shoe Co., St. Louis, continues its policy 
of a theme shoe each season. Their 
latest theme reflects the Mexican 
Indian influence. Winthrop’s advertis- 
ing program centers around this theme. 


Retailers Hold Bowling Contest 


BurraLo, N. Y.—The opening of 
Fall activities by members of the Buf- 
falo Shoe Retailers Association took 
place November 12, at the Fraternal 
Order of Orioles Club where a ma- 
jority of the neighborhood shoemen 
locked arms with their neighbors in 
a bowling contest, cards, and enjoyed 
a bounteous repast, all staged under 
the efficient direction of Harry J. 
Deters, general chairman. 

The members of the different com- 
mittees were: refreshments, Edward 
Schellerman; prizes, Ben Etkin; secre- 
tary, Robert Holmes; tickets, Oliver 
LaPeau, scorer, John Jacobs. 

President George Seifert and Treas- 
urer Joseph Schaetzer were on hand 
early to welcome the members and also 
take part in the play which continued 
until midnight. The next big meeting 
will be in January when officers will 
be elected but there will be more events 
such as that of November 12, during 
the winter. 
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PROTECT YOUR INCOME 


The Next Few Months Are The Most Dangerous Of 
The Whole Year — ACCIDENTS and SICKNESS 
Happen When You Least Expect Them 


Page 51 


ity 
Lam $2.00 WILL TAKE CARE OF YOUR INSURANCE 

» FOR THE NEXT FIVE MONTHS 
SS 
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—ACCIDENTS— 

NOT JUST FOR CERTAIN KINDS 

NOT JUST IN CERTAIN PLACES 

NOT JUST UNDER CERTAIN CONDITIONS 
er 
‘t- 
ve 
oe COMMERCIAL TRAVELERS 
S, ACCIDENT ASSOCIATION 
7 PAYS FOR EVERY DISABLING ACCIDENT 
‘ Wherever, Whenever and However 

It May Occur the World Over 
ir 
Ir 
“4 HEALTH ASSOCIATION 
e. PAYS FOR EVERY LEGITIMATE SICKNESS 
= ON THE SAME ALL INCLUSIVE BASIS 
FURTHERMORE 

of THE EASTERN NEVER CANCELS A MEMBER'S POLICY 
f- — INCREASES THE RATE — OR REDUCES ANY OF THE 
. ORIGINAL BENEFITS ON ACCOUNT OF AGE 
“4 (Accident and Health insurance at actual cost.) 
n JOHN S. WHITTEMORE, Sec.-TREAs. 
ad For Applications and 77 Franklin Street, P.S. One does not have 
- Full Particulars write Boston to travel to be eligible 
J. 


EASTER 


BOSTON, MASS. 


When writing advertisers please mention Boot and Shoe Recorder 


COMMERCIAL TRAVELERS ASSOCIATIONS 
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>A Dawes yh 


eggs 


Along comes the smart, 
new square-toe shoe and 


THE QUALITY BOX TOE 


again Celastic faithfully 


preserves the artful work 


of the designer. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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Store Changes in Charlotte 


CHARLOTTE, N. C.—George Nesbit, 
formerly of Nashville, Tenn., is now in 
charge of the shoe department at Pur- 
cell’s, succeeding Tom Hopkins, who is 
opening a department of his own in 
Salisbury, N. C. 

Mr. Hopkins will have one of the 
iost up to date novelty shops in the 
city and promises that both the fittings 
and the merchandise will mark the store 
as one of Salisbury’s finest. 

Leonard Krueca, for the past several 
years with the Luceille Shops, is replac- 
ing G. R. Clary at the Nisley Co. Mr. 
Clary resigned to take a position with 
the Prudential Life Insurance Com- 
pany. J. F. Wall, another veteran of 
the Nisley Company, resigned to accept 
a position on the road. 

Gordon Robinson has recently ac- 
cepted a position in the shoe depart- 
ment of Efird’s Department Store. 

Arnold Mann, formerly of Pollock’s 
Shoe Company, is now assistant man- 
ager of the Cinderella Slipper Salon. 
Other new members of the Cinderella 
Slipper Salon staff are Billy Veale, for- 
merly with Mikel Bros. of Augusta, 
Ga.; Murray Kay of Gaffney, S. C., 
formerly connected with Lavitt Depart- 
ment Store, and Ned Stagner, formerly 
with the McConnell Myers Co. of Lan- 
caster, S. C. 


Million More Pairs of Shoes 


for the C.C.C. 


Boston, Mass.—The Civilian Con- 
servation Corps is going to use up a 
lot of shoe leather this Winter. Follow- 
ing the placing of really big orders in 
the not distant past, the United States 
Government, through the Boston Quar- 
termaster Depot, is again advertising 
for bids, this time for 740,000 pairs of 
service shoes of the kind known as 
“Special Type B.” 

These shoes are to be made with a 
full middle sole of leather and a rubber 
heel. Bids will be opened Dec. 9. 

On Nov. 25 bids, already advertised, 
will be opened for nearly 325,000 pairs 
—bringing the total to approximately 
1,000,000 pairs for a period of less than 
four weeks. 


Personnel Changes in Dayton 


DayTON, OH10—J. R. Forbes, former- 
ly with Nisley’s Dayton store, is now in 
the basement shoe department at Elder 
& Johnson’s department store. 

Edward Blomquist, formerly with 
the Davis Company of Chicago, has 
taken the place of the late Claude Mun- 
sur, in the shoe department at the Rike- 
Kumler Company in Dayton. 

Rex Downs, formerly manager of the 
Nisley Company’s store in Davenport, 
Towa, is now in charge of the Dayton 
unit. 

Chester S. Allen, 66, for many years 
a shoe retailer in Bellefontaine, Ohio, 
later engaged in real estate and invest- 
ment business, died suddenly Oct. 25 
from heart disease. 
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Shoe Shop Has Reception Room 
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Homelike atmosphere in new Doumitt Shoe Store, Portland, Ore. 


smart modern shop. This present store 
has been a paying proposition to the 
two brothers who own and operate it. 
Even though Portland has many stores 
specializing in health shoes, this shop 
has shown a steady growth from the 
start. The firm is composed of Ned S.: 
and P. A. Doumitt, who originally 
started in Clatskanie, Ore. 


PoRTLAND, ORE.—-The reception room 
of the new Doumitt Shoe Store is fitted 
up more as a waiting room than a shoe 
store. Through the curtained door- 
ways may be seen the fitting rooms. 
This store is an outgrowth of a coun- 
try department store in a small town, 
then an upstairs shoe store specializ- 
ing in Health Spot shoes, finally this 


LET US, THE 
TRIMFOOT TWINS, 
SAVE THE SALE. 
WE CAN DO IT.4 


HAS YOUR CASH REGISTER 
EVER LOOKED LIKE THIS 
BECAUSE OF A HARD-To- 
FIT CUSTOMER ? 


SSIS 
———N 


SSS 


Callouses make hard-to-fit customers. Give 
them relief with 


Your Price $6. Retasl Price $1. Send for sample patr today a ) injfoot 
WIZARD COMPANY 

St. Louis, Mo. + Walsall, England Cc 
Canadian Distributors: Canadian Specialties, Ltd., 49 Sanford Avenue, So., Hamilton, Ont. 
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Children's Footwear 


MRS. DAY’S IDEAL BABY SHOES 
: Infants’ Soft Soles.. 0-3 
Intermediates ...... 1-5 
Flexible Mard Soles. 2-6 


Send for In-Stock 
Catalog 


MRS. DAY’S IDEAL BABY 
Locust St. Danvers, Mass. 


Men's Shoes 


Shoe Trees 


QUICK PROFIT ITEM - 50: 


RETAILER 


SIMPLEX SHOE TREES 
SELF ADJUSTING \ 


Simplex 


AN AVENUE 


Summer in Winter 
[CONTINUED FROM PAGE 15] 


Square toes and heels—yes. This 
last, so well adapted to low-heel types, 
is strongly featured in all the new 
showings. In the white shoe, particu- 
larly, is it significant. We need some- 
thing to give this staple fashion a fresh 
look. Square lasts can make this sea- 
son’s white shoe look completely 
different. 

This season shows much more inter- 
est in the type of dress that bridges 
the gap between sportswear and even- 
ing. Ready-to-wear houses are showing 
new groups of softer, more feminine 
dresses for the afternoon. Most of them 
are prints in very bright color combina- 
tions. Dark green accents are em- 
phasized. So are wine red touches. The 
acceptance of these more feminine 
dress fashions indicates a bigger play 
for the dress shoe. 
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- Dayton Shoe Retailers Elect 


DayTon, OH10—Meeting for the first 
time in several months, the Dayton 
Shoe Retailers Club, one of the oldest 
organizations of its kind in the country 
and the first to be organized in Ohio 
(even prior to the formation of the 
state association), elected new officers 
during a dinner session, held in the 
Hotel Dayton-Biltmore on Nov. 13. 
Louis A. Miller of Elder & Johnston’s 
was named president, and Paul W. 
Crawford of the Crawford Shoe Co. 
was elected vice-president. 


LOUIS A. MILLER 


New President, Dayton Shoe 
Retailers Club 


Don Broughton, also of Elder’s, was 
named secretary, and John Schoenhals 
of Schoenhals, a charter member of the 
organization, was reelected treasurer. 

Considerable discussion was given to 
the matter of whether the club should 
be continued or disbanded. “Pete” 
Myer, another charter member of the 
club, argued strenuously in behalf of 
the continuance of the organization, 
with the matter being brought to a 
head by Harry Buck of the Buck Shoe 
Co., offering a motion for the continu- 
ance of the club, which was quickly sec- 
onded and passed without a dissenting 
vote. 

Elmer Blomquist of Rike-Kumler Co., 
a newcomer to Dayton, was officially 
welcomed into the club, and in response 
Mr. Blomquist pledged his whole- 
hearted support to the activities of the 
organization. 

In his address following his election, 
President Miller stressed the point that 
“there is no question that better times 
are ahead.” He cited shoe conditions 


in Detroit which he indicated were 
“booming, with a shortage of merchan- 
dise.” 

President Miller also emphasized the 
fact that the shoe public today is qual- 
ity-minded and urged all retailers to 
bear that thought in mind and make a 
play more on the quality angle than on 
price. 

President Miller reported to the re- 
tailers that suedes appear to be the 
coming vogue for next Spring and sug- 
gested that retailers should not start 
showing such styles until at least after 
the Christmas buying season. Some 
fabric shoes in the high-fashion lines 
will also be available, he added. 

Vice-President Crawford, a former 
president of the Ohio State Shoe Retail- 
ers Association and a director of the 
organization for many years, gave a 
brief talk, emphasizing the point that a 
profit in the shoe business cannot be 
obtained unless there is a proper mark- 
up. He indicated that sometimes the 
mark-up is swallowed up by the lack of 
a proper policy. Mr. Crawford compli- 
mented the retailers for the friendly 
spirit which he has found in Dayton 
prevailing between the shoe stores and 
the general public. 

The matter of trying to bring the 
1936 Ohio State Shoe Retailers Asso- 
ciation’s convention to Dayton next 
June was introduced. When it was 
learned the sessions will be held in 
Cleveland, the matter was dropped, but 
it is expected the Dayton shoe men will 
go after the 1937 convention “hot and 
heavy.” 

Dec. 11 was set as the date for the 
next meeting. All shoe retailers in 
Dayton and throughout the Miami Val- 
ley are to be urged to attend, as well 
as factory salesmen who may be in the 
vicinity at the time. Fred Muething 
of the Ideal Shoe Co. of Milwaukee, 
and W. W. Stephenson of the Cincin- 
nati office of the United States Rubber 
Co. were visting factory men present 
at the meeting. 

On the motion of Harry Buck, the 
president and secretary were instructed 
to send a letter of condolence to Mrs. 
Mary Munsur, widow of Claude Mun- 
sur, former president of the Dayton 
Shoe Retailers Club, who died suddenly 
in Chicago recently. 


John E. Hardie 


Brivceport, ConN.—John E. Hardie, 
52, who formerly managed Douglas 
and Walk-Over shoe stores in thie city, 
died suddenly Nov. 2 at Hartford, 
where he has lived for the past 1% 
years. 


Claude Monsor 


Kansas City, Mo.—Claude Monsor, 
who operated the Peacock Shop in 
Kansas City with his partner, Mr. Car- 
latt, died Nov. 7 after a short illness. 

Mr. -Monsor was well known among 
the shoe fraternity and his passing was 
deeply felt among his host of friends. 
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profit-earner for 


easily 
taken off. 
to ankle 


P. J. Spat Co. 


THE SEASON’S BEST SELLER? 
The SMOOTHIE SPAT 


THE best-looking, best-fitting spat 
ever put on the market! A real 


every 
Smoothie Spats are selling like wild- 
fire and for a very good reason. They 
are menentns zipper fastened and are 


wrinkle or bag Lg are always 
smooth and 
Smoothie Spats are 


carefully tailored from the very 
best materials in various colors 


A 
@ $1.95 and up, depending 
Ne 2 021.189 materials. 


GLOVERSVILLE 
NEW YORK 


shoe store. 


quickly put on and 
They fit like a glove 
and shoe, never 


Maximum comfort at 
minimum cost. Fine- 


Our new catalog of modern 
metal furniture specially 
designed for Shoe Stores is 
now available. Write for it 
today. 


wi 

m conveniences 
(including 60 watt 
bathroom bulbs — a 
great help when shav- 
ing!) Daily rates as 
low as $2.50 single— 
$3.50 double. (Please 


write for reservations 
to insure choice ac- 
commodations.) 


* THE TROY — CO., Dept. E-115, TROY, OHIO 


45th Street, Just West of Times Square. W. Stiles Koones, Mer. oss 


Sizes and Advertising 


[CONTINUED FROM PAGE 26] 


Now to advance theory number two. 
The size problem becomes less of a 
problem if one concentrates on nation- 
ally advertised shoes, Mr. Hirsch em- 
phatically states. Customers will come 
in and wait while the store orders an 
end size on a nationally advertised 


’ shoe, but in the case of unbranded 


goods, they will shop from one store 
to another. 

“Many customers will come in our 
shoe department saying they could not 
get fitted in their neighborhood stores; 
then when we can’t fit them either but 
offer to get a pair special from Enna 
Jettick, Douglas, Red Goose, Endicott- 
Johnson, Tarsal Tread or Keds, they 
will wait,” Mr. Hirsch finds. 


The Mechanics of the Foot 


[CONTINUED FROM PAGE 34] 


Thus the center of stresses, which had 
followed the axis of balance up to the 
beginning of the leverage phase, now 
curves toward the head of the first 
metatarsal bone (Fig. 4) and continues 
in a line parallel with the direction of 
body movement. When the pace is 
quickened, the arc becomes shallower 
and, with the associated decrease in 
the out-toed posture, tends to conform 


more closely with the straight axis of 
foot leverage and to end between heads 
of metatarsals I and II. 

This interpretation of the movement 
of stresses through the foot is appar- 
ently corroborated by the recent experi- 
mental work of Elftmanh and Manter. 
By means of an instrument designed 
for recording the distribution of weight 
pressure throughout the contact arcs 
of the foot, they calculated the route 
followed by its center through the foot, 
as shown in Figure 5. The position of 
the foot in relation to the line of move- 
ment was not stated, but the course 
followed by the center, termed by them 
“the path of resultants,” shows the 
general characteristics of the arc de- 
scribed above. 

The last phase of the footstep is 
limited to the propulsive effort of the 
toes, and begins when the metatarsal 
bones break their contact with the 
ground. During the previous phase, 
when the heel was being lifted and the 
ankle extended, the toes were forced 
into hyperextension in spite of the fact 
that contraction of their long flexor 
muscles were more active in contribut- 
ing to the leverage of the foot. This 
dorsal movement of the toes, however, 
has the effect of increasing the tension 
of their muscles, and to such a degree 
that when the leverage effort of the 
foot against body weight has been com- 
pleted, the subsequent toe flexion is 


strong enough to add a final elastic 
impetus to body movement which gives 
it smoothness and grace. At this point 
the stresses have been swung toward 
the first metatarsal bone so completely 
that the most important digital effort 
is performed by the great toe. This 
phase of bipedal locomotion undoubted- 
ly accounts for the conspicuous size 
of that digit in man. At this stage of 
the stride (note the left foot in Fig. 1, 
Stage B), the body’s center of gravity 
has become so far advanced that the 
toes are not seriously involved in the 


.vertical stresses of body weight. Their 


function is chiefly to impart the final 
push which carries the weight center 
beyond its perpendicular position above 
the opposite foot. 


Patent Leather Featured 


New ORLEANS, LA.—Patent leather 
is being sponsored in New Orleans 
smart shops for afternoon and evening 
in black and brown. A low heel square 
toed opera pump with a tailored gros- 
grain bow is being shown. The exact 
replica of a man’s dance pump, and 
recommended for wear with dressy 
silks. Another is a sandal in black 
patent piped with gold, having a high 
heel and a strap. A _ black patent 
leather bag piped in gold is also dis- 
played to match. Another feature is 
a step-in pump in black patent leather. 
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Ballet Slippers 


BUY A NATIONALLY KNOWN 
BRAND 


8, 
ne st Sowing shoes 
Write for price list 
ROVICK THEATRICAL SHOE CO. 
Manufacturers 


325 W. Madison St. Chicago, II. 


BALLET SLIPPERS 


Right and Left Lasts 


BROOKS SHOE MFG. Co. 
Swanson and Ritner, Philadelphia 


Dancing Shoes and Taps 


TAP DANCING THEO SLIPPER 
PATENT LEATHER 
1305—Childs’, Ya/tt 
1306—Misses’, 1114/8 


1307—Growing Girls’, 
BYe/B $1.16 


BLOG SHOE CO., INC. 
147 Duane 8t., New York City 


Men's and Women's 
Slippers 


EVANS-SLIPPERS 


HAND TURNED CEMENT 
OR PADDED SOLES 


FOR 
MEN, WOMEN, CHILDREN 
No. 1605. 
Padded sole 


opera 
Tan and Black, 
6-12D $1.25 


77 STYLES 
IN-STOCK 


SEND FOR 
OATALOG 


L.B.EVANS’SON CO. 


Open New Club Rooms 
for Employees 


Union City, TENN.—The Brown 
Shoe Company has provided new club 
rooms for employees of the company. 
The rooms were formally opened at 
the semi-annual meeting of the com- 
pany’s welfare association. 


Ohio Salesman Stages Banquet 
and Style Show 
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The eight models that showed the 187 different styles of shoes at the exhibit staged 
by W. J. Harney. 


CLEVELAND, OHI0O—Over 125 shoe 
buyers and their ladies attended the 
banquet and style show offered by W. 
J. “Bill” Harney, Ohio sales represen- 
tative of Vitality shoes, at Hotel Stat- 
ler on Sunday evening, Nov. 3. They 
came from all parts of the state to be 
his guests. This is said to be the first 
time that a shoe salesman had promoted 
such an affair on his own individual 
initiative and resources. Mr. Harney’s 
customers mingled informally in a 
homelike atmosphere which he had pur- 
posely provided. 

Following the dinner in the “Salle 
Moderne” room, a runway was extend- 
ed down the middle for a colorful style 
show which consumed two hours. Eight 
models presented a total of 187 styles 
during the exhibit. 

Harry R. Rogers, stylist and designer 
for the Vitality Shoe Co., came on from 
St. Louis to direct the show. He not 
only discussed the modes which passed 
along the runway but pointed to their 
importance on the Spring market. He 
was assisted by Robert Fletcher. 


A group picture of the shoe buyers who attended the style show at the banquet 
which preceded the style showing. 


Mr. Rogers advised that the style 
theme of the new Vitality line was 
“simplicity.” Sophisticated styles, ren- 
dered more beautiful through new pat- 
tern treatments, he said would be 
important this coming Spring. Blue, 
gray, green, luggage tan, and white will 
be in demand. Smart low-heeled shoes 
of 10, 12 and 18 eighths will rank high 
in the February, March, and April 
turnover. Blue, in both kid and suede 
types, will be as good or better than a 
year ago. Gray undoubtedly will be the 
dark horse color and should start to 
sell early. The new luggage color in 
calf or suede is important but will not 
match the volume of blue or gray. 

Green has already demonstrated a 
certain demand. In the higher-styled 
patterns, chamois suede trimmed with 
chamois kid or brown kid will meet 
with reasonable favor and may be the 
fashion color set-up for Spring. Such 
footwear attracts customers to give 
dealers that needed extra pair sale be- 
fore the white season gets under way. 

Following the style show, Mr. Rogers 
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Maxe your windows festive and distinctive with holi- 
day footwear set off to best advantage by effective Fairy 
Forms. The finest shoes look still more appealing when 
displayed on these smart forms that show style, line and 
fit so attractively. 


Fairy Forms are standard equipment for today’s suc- 
cessful merchandising. Put them to work in your win- 
dows and on your counters, displaying footwear of all 
kinds for all occasions. Send for our booklet which 
illustrates and describes the entire line. 


SHOE FORM CO., Inc. 


EVENING SANDAL BY TUPPER 
DISPLAYED ON 


FLEX-TO-FIT FAIRY LAST 


AUBURN, N. Y. 


Northampton 


United Last Co., Ltd., Montreal, Canada 


England 
Melbourne, Australia 


Manufacturing Branches 


Frankfort 
Paris Germany 
France Mexico City, Mexico 


offered a general talk on styles and 
market conditions and the preparations 
essential to a successful season. 

The Stone Shoe Co., Cleveland, ex- 
clusive agents for Vitality shoes in 
Cleveland, was well represented at the 
gathering. Its buyers and company of- 
ficials expressed deep interest in next 
year’s styles. 

Other large retail firms who sent rep- 
resentatives included the Rike-Kumler 
Co., Dayton; Polsky’s, Akron; Lustig 
Shoe Co., Youngstown; Rollman’s Sons 
Co., Cincinnati; Fleischer’s, Canton; 
George O’Leary, Ashtabula; Carton 
Shoe Co., Coshocton; McMillan, Dover; 
Vestals, Elyria; Hageman’s, Lorain; 
Carl G. Grant Co., Painesville; Pietsch- 
man’s, Sandusky; the Lion Store, To- 
ledo; Kirkland, Kenton; and the Union 
Co., Columbus. 


Ruth Hamilton in Own Office 


Los ANGELES, CAL.—Mrs. Ruth Ham- 
ilton, for many years advertising man- 
ager for Gude’s, Los Angeles’ largest 
shoe store, has established her own ad- 
vertising agency in the Broadway Ar- 
cade Building on Broadway, retaining 
the Gude’s account. Mrs. Hamilton 
has developed a semi-syndicated adver- 
tising and art-matrix service for fine 
shoe stores based on actual drawings of 
shoes in salesmen’s and factory sam- 
ples, which business she is conducting 
ene with general advertising agency 
work, 


Good Sales Psychology 


In Modernization 
[CONTINUED FROM PAGE 30] 


to feel the country was not going to the 
bow-wows after all, that maybe better 
days were ahead. 

“Folks were hailing any program of 
improvement as the courageous, the 
patriotic thing to do—a sure sign of 
progress. 

“With all that in mind, we decided to 
go ahead. 

“The store was remodeled completely, 
inside and out. New front, new fixtures, 
new furniture, new carpets were our 
way of telling the world that as far as 
we were concerned the bad times were 
all a thing of the past. When the job 
was all completed, the story was told 
in an eight-page section of the Salina 
Journal, in which section only Epp’s 
Bootery advertising appeared. 

“Results since then have proved that 
we were right. In 1934 we did 28 per 
cent more business than in 1933. The 
Spring of 1935 was parallel with the 
Spring of 1934, but this Fall so far 
it is running from 15 per cent to 20 
per cent above last year. It is very 
doubtful if such a showing would have 
been made if the policy of the house 
was to play a waiting game. Perhaps 
improved general conditions should get 
credit for a proportion of that increase. 
However, the major proportion of it 
was due to our modernization program, 
which we feel was fully justified. 


“In all the hurry and: bustle of the 
remodeling, coupled with the urge to 
get business enough to warrant the ex- 
penditures, there was one thing which 
we did not and will not remodel or 
change—our policy of selling only 
standard nationally advertised foot- 
wear and insisting that it be correctly 
fitted and sold. 

“Time and time again it has been 
proven to us most conclusively that the 
prestige of a nationally advertised 
name, along with ours, helps us 
strengthen our position in our com- 
munity.” 


New Sport Shoes Introduced 


MIAMI, FLORIDA—Two new sports 
shoes being introduced by Burdine’s, 
Miami, as a part of their Sunshine 
Fashion line are outstandingly unique. 
One is a braided bucko, with crepe 
sole. Four eyelet fastening over tied- 
tongue. Down the front is a semi- 
moccasin effect of plain bucko. The 
shoe is most comfortable and comes 
in gray, brown and white. 

Another good model, also built along 
comfort lines, is a sandal copied from 
a style quite popular in women’s shoes 
last season. It also is of bucko, of 
overlapping strips, with strap and 
buckle fastening. It will be shown 
in brown, gray, white, blue, green and 
canary. 

Both these new shoes are high grade 
and are expected to be popular during 
the season. 


Jaicy-forms 
FOR THE WELL-DRESSED WINDOW 


Riding Boots 


LARGEST 
BOOT STOCK 


in America 
Domestic and Imported 
‘For Immediate Delivery 


Men’s, Women’s, Children’s 
Boots for Riding 
Field, Hunting, Aviation 
Also Jodhpurs & Jodgores 
Complete Catalog 
R-7 on Request 

COLT 
CROMWELL CO. 
1239 Broadway 
New York City 
524 Santa Fe Bldg. 
Dallas, Texas 


RIDING 
BOOTS 


IN-STOCK 
For Men, Women and 
Children —also 
‘Jodnpurs and Field 
Boots 


J. M. CONNELL 
SHOE CO. 


80. BRAINTREE 


MASS. Write for Catalog 


» GREGORY & READ co. 
IN-STOCK 12. STYLES 
AAAA to C—2 to 10 
$3.00 


Send tor Catalog * 
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Historical Styles Shown 


Boston, Mass.—Shoes played a large 
part in displays depicting the evolu- 
tion of style in the last 100 years in the 
remodeled C. H. Hovey Company store 
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Modern N ew Friedlander Store 


AROEST 


The new Friedlander store in Moultrie, Ga., which attracted hundreds of visitors 
on its opening day. 


MouLtTRIE, GA.—Covering 35,000 feet 
of floor space, this new Friedlander 
store at Moultrie, Georgia, which was 
recently opened with elaborate cere- 
monies extensively advertised through 
that section of the state, is one of the 
largest department stores to be found 
in small owns of the South. 

Extensive copy describing the store’s 
modern shoe department was included 
in a 24-page advertisement run in a 
special edition of the local paper, an- 
nouncing the opening. Working with 


the advertising department of the Gen- 
eral Shoe Corporation, this layout was 
arranged by Friedlander’s to inaugur- 
ate an intensive campaign in that sec- 
tion for “Friendly,” “Fortune” and 
“Davidson” shoes. 

Covering a radius of 100 miles from 
Moultrie, 60,000 of the 24-page an- 
nouncements were distributed. The 
store was given an enthusiastic inspec- 
tion by hundreds of visitors on “open- 
ing day,” and since the opening has 
enjoyed a prosperous patronage. 


on Summer Street. Open house was 
held in the store on the evening of Nov. 
12, just prior to the official opening a 
day later. 

The shoe style exhibit, provided and 
arranged by Major Charles T. Cahill 
of the United Shoe Machinery Corpora- 
tion, was in the new shoe department 
on the fifth floor of the store. 


J. G. McNeil Honored 


Boston, Mass.—J. Gordon McNeil, 
president of the Thayer McNeil Com- 
pany, has been elected a member of the 
governing council of the Retail Trade 
Board of the Boston Chamber of Com- 
merce. With a score of other men, 
many of whom are the heads of Bos- 
ton’s largest department stores, he will 
represent the interests of retail mer- 
chants in Chamber of Commerce activi- 
ties. 


Jacobson Bros. Employees 
to Hold Dinner Dance 


New YorK—The Employees’ Associa- 
tion, an association of the employees of 
the four Jacobson Bros. Shoe Stores in 
the Bronx and Manhattan, was formed 
just a year ago. From the first it has 
been a closely knit group with the same 
happy family spirit about it that char- 
acterizes the Jacobson Bros. stores 
themselves. 

In celebration of the first birthday 
of the association, a dinner and dance 
is planned for Sunday evening, Feb. 16. 
The Park Central Hotel will be the 
scene of the merry-making. A 100 per 
cent attendance is expected, reinforced 
by families and friends who remember 


the success of the association’s first so- 
cial outing in the Spring. 

Louis Jacobson is president of the 
association, John Barry vice-president, 
and Murray Hillman chairman of the 
entertainment committee. Robert Jacob- 
son and Ben Jacobson are sponsoring 
the dinner and dance, the association’s 
first formal social affair. 


London Fashion Notes 


LoNDON, ENGLAND — Reports from 
London regarding women’s shoe fash- 
ions state that this season is again see- 
ing the sandal model keep its hold for 
evening wear, usually being shown 
with instep strap and solid toe. Court 
shoes are now made with higher vamps, 
some of them having high heels of 
diamenté material or chromium. For 
day and also evening, low heels, the 
so-called “flats,” are also prominent. 
For both day and evening occasions 
ties are popular, ribbons being quite 
out of the running. 

Kid afternoon shoes are being trim- 
med with silk braid or have slashed 
decorations. Some suede shoes for 
afternoon have cut out decorations of 
kid and a ribbon bow on the front. 
Both two and five hole fronts are now 
shown on the walking shoes and monk 
shoes with lower vamps are a novelty. 


Announces Engagement 


Boston, Mass.—Samuel D. Saxe, 
Kesslen Shoe Co., Boston, has an- 
nounced the engagement of his daugh- 
ter, Doris, to Charles Longini, J”., 
vice-president of the Longini Shoe Mfz. 
Co., Cincinnati. The wedding will take 
place in the Spring. 
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Obituary 


James L. Twohig 


Brockton, Mass.—James L. Twohig, 
well known shoe store manager, died 
Nov. 3 at his home in this city fol- 
lowing an unsuccessful battle with 
pneumonia. 

Mr. Twohig had been manager of 
Freedman’s Boot Shop previous to the 
war. Upon his return from the war, 
he became manager of Sullivan’s Shoe 
Store and later held a similar position 
with the retail department of the 
Thompson Bros. Shoe Co. This posi- 
tion he held at the time of his death. 

Mr. Twohig has gained much promi- 
nence in the East for his outstanding 
bravery during the World War for 
which he has been decorated with the 
Purple Heart. He had been prominent 
in amateur baseball circles, in civic and 
religious activities. 

He is survived by his widow and 
two sons. 


George H. Soule 


STAMFORD, CONN.—George H. Soule, 
89, former shoe manufacturer, died at 
his home in Glenbrook, November 13. 
He was at one time president of the 
firm of Lounsbury and Soule, shoe 
manufacturers here. 

He was born in Waterville, Me., and 
received his early training in the shoe 
business in Worcester, Mass. He be- 
came president of the local firm in 1910 
and remained in that capacity until the 
firm was disorganized. 

He was a member of the local Board 
of Education and a director of the 
Fidelity Title and Trust Co. 

Mr. Soule is survived by his widow 
and two children. 
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Rubber Promotion Brings Results 
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Philadelphia, Pa.—A special promotion of rubber footwear brought throngs of 

customers to the store of L. Fein who owns the family orthopedic shoe store at 412 

East Wyoming Avenue in Philadelphia. Mr. Fein submits the above photogrpah as 
evidence of the pulling power of his display. 


Memorial on Fraser M. Moffat 


Boston—Directors of the New En- 
gland Shoe and Leather Association 
last week adopted the following memo- 
rial on Fraser M. Moffat, president of 
the Tanners’ Council, whose death oc- 
curred Nov. 7 in New York: 

“He was a gentleman of the ‘old 
school,’ but possessed of the spirit and 
eyes of youth in directing the manifold 
activities of the Tanners Council, of 
which he had been the leader since its 
organization in 1922. Courteous, self- 
effacing, of great foresight and cour- 
age, his ability and leadership was 
never questioned. He built an organi- 
zation that has been of the highest ser- 
vice to the industry and which won the 
confidence of governments and business 
generally. 

“New England Shoe and Leather As- 
sociation. 

“By James H. Stone, 
“Secretary.” 


John Krohn 


MILWAUKEE, Wi1s.—John Krohn, 77, 
who had been in the retail shoe busi- 
ness on Milwaukee’s south side for 
many years, died at his home Oct. 24 
after a three years’ illness. He is sur- 
vived by a son and five daughters. 


Edward F. Haley 


RICHMOND, VA.—Edward F. Haley, 
59, a retired wholesale shoe merchant 
of Lynchburg, Va., died Sunday, Nov. 
3, at the Lynchburg Hospital. 

Mr. Haley was a native of Gardiner, 
Me. He came to Lynchburg in 1912 and 
entered the shoe trade in this city 
where he stayed until he retired in 
1925. Mr. Haley was well known among 


the members of the shoe trade in Vi’- 
ginia and his passing was deeply felt. 

Mr. Haley is survived by his widow 
and four children. 


YOU ADVERTISE? 


Then, by all means, send for Shoe 
Man’s Manual—No. 1. Gives you more 
information than a dozen regular ad- 
vertising books, on the principles of 
making COMPELLING SHOE AD- 
LAYOUTS, boiled down to 25 pages 
with 120 sketches! CONCISE, COM- 
PLETE. Only $1.00. 


HOW to MAKE 


YOUR SHOE ADS 
e STAND OUT . 


{BOOT AND SHOE RECORDER 
| 239 W. 39th St., New York, N. Y. 


| ENCLOSED IS ONE DOLLAR (check, 
1 cash, or money order). Send me 
t nor to Make Your Shoe Ads Stand 
Out. 
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In Philadelphia 


You will enjoy your stay at 
the Bellevue . . 
enjoy its world famous cuisine 

.. its smartly modern com- 
forts and appointments... 
its traditional hospitality. 


Your engagements, theatres, 
shops, sports and transporta- 
tion are conveniently close by. 


RATES AS LOW AS $3.50 


|BELLEVUE STRATFORD 


One of the World’s Great Hotels 
CLAUDE H. BENNETT, Gen. Mgr. 


aut Profits with 


. you will 


Note the name on the arch-brace, 
visible to your customer's eye; 
therefore, a helpful selling feature. 


AT LAST—We have perfected a semi-flexible Nu- 
Matic arch brace that adds additional support to the 
weakened and fallen arches—plus—the everlasting 
features that have made the Nu-Matic 100% nail- 
less cushion the outstanding comfort shoe of today. 


This scientific cushion shoe will spell 
“repeat profits’ for you. Send for our 
catalog of men’s and women’s shoes. 
BEWARE OF IMITATIONS. 


Exclusively Manufactured by Rohn Nu-Matic Shoe Manufacturing Company 
512 W. Florida St., Milwaukee, Wis. 


Koti Mu Matic 
CUSHIONED SHOES 


Guild Guides Spring Into New 
Colors, Patterns and Lasts 
[CONTINUED FROM PAGE 36] 


shoe wardrobe by any means.” 
Customers (buyers) have expected 
higher prices and have paid highe, 


prices at this showing without much | 


question or reluctance. 

A number of buyers were contacted 
on this subject. One view is confirmed 
by many. He said: “Price advances 
will not affect our price set-up for next 
Spring. We may be obliged to read- 
just our balance of materials somewhat, 
but the material trends play right into 
our hands in keeping prices at a fair 
even level. Patent leather in many pat- 
terns and a great many high colors 
will be the one big style swing for early 
Spring. This will be followed by many 
new leather colors, as well as the repeat 
of the gabardines and other fabrics in 
new treatments. Consequently Spring 
shoes will not show any great price 
changes, when viewed as a whole. 

“Square toes are a general type 
which will sell in.all grades. They are 
the new note in show styling, and as 
they are flattering to the foot, they will 
be purchased by women in all walks of 
life,” 

So the Spring gets off to a glorious 
Guild start. 


Introduces New Slipper 


DOLGEVILLE, N. Y.—The Daniel Green 
Co. has introduced a new men’s slipper 
on the market. The slipper is made of 
felt in a new design developed for the 
Daniel Green Co. by the American Feit 


A new men's slipper with top in suiting 
fabric pattern. 


Co. The new material is called “Chev- 
ron,” because of the pattern in the 
fabric, which resembles a herringbone 
pattern. It is made in four colors: 
Blue, grey, tan, and wine. The chevron 
stripes run lengthwise on the slipper 
in a darker shade than the background. 

The slipper itself is a semi-bootee 
type with a soft sole. The top is trim- 
med with an electrified fur of the same 
shade as the material. 

Saks Fifth Avenue have the exclu- 


sive distribution of this new slipper in 
New York and expect to do a big busi- 
ness with the slipper when the cold 
weather sets in. 


What's New 


Posner Shoe Co. Revive 


Monthly Journal 


New York—The monthly booklet 
called “Posner’s Pointers,” published 
by the Posner Shoe Company, has been 
revived this month. Although many 
of the articles concern the Posner Shoe 
Company, the company wants retailers 
to feel free to use the journal for the 
exchange of ideas and suggestions that 
might prove of mutual benefit. 

The journal is published in the in- 
terest of, and to promote a wider dis- 
tribution of better shoes for children. 


Store Furniture Catalog 


“Royalchrome” is the name of the 
new catalog just issued and beautifully 
illustrated with photos and color. It 
contains many interesting ideas and 
suggestions for shoe store moderniza- 
tion with the new style chromium fur- 
niture. 
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WANT 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


MEET . 
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SALESMEN WANTED 


SALESMEN WANTED 


LINE WANTED 


Shoe Clerks Desiring Perma- 
nent Connection with Reliable 
Corporation, have openings in 
several cities. Write Glen Bron- 
son, Sales Manager, 710 W. 
Lake, Minneapolis, Minn. 


Salesmen Note 


If you are a live-wire representa- 
tive with an established following 
in any of these territories apply 
at once 

NORTH CAROLINA, VIRGINIA, 
TEXAS, OKLAHOMA, IOWA. 


This is your opportunity for a 
permanent profitable connection 
with New York’s Largest Women’s 
Novelty In-Stock house 


CRESCENT SHOE CO., Inc. 
131 Duane St., New York City 


WANTED-—Salesmen who desire to make 

more money. One of the Country’s leading 
manufacturers and distributors of In-Stoc 
Ladies’ Novelty Footwear is interested in live 
wire salesmen for Virginia, Georgia, Florida, 
Alabama, Wisconsin, Iowa and Nebraska, Wash- 
ington and Oregon. Line known 
and well established. Retails at popular prices 
and selling in large volume. When applying 
state road selling experience. Address E-477, 
care Boot Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 


SALESMAN: Experienced in selling outstand- 

ing line of Women’s and owing Girls’ 
Novelty Shoes instock. Ohio, West Virginia 
and Pennsylvania. Prefer one living in this 
section. ommission basis. References re- 
quired. Address E-488, care Boot & Shoe Re- 
corder, 239 West 39th Street, New York, N. Y. 


ELL-KNOWN Middle West Work Shoe 

Manufacturer, planning changes for next 
season, will consider applications from experi- 
enced men in following territories: Indiana; 
Illinois, exclusive of Chicago; Ohio and East 
Kentucky; Iowa and North Missouri; Kansas; 
South Texas. Give full details of present and 
former connections, shipments, earnings, etc., 
in first letter. Address E-489, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y¥. 


S ALESMAN—With established business in 
New England and greater New York, out- 
side of large downtown accounts, for Women’s 
Shoes, Welts and Littleways, who is willing to 
work, can find something of interest by address- 
ing undersigned. Line established and well 
known to the trade. Give past experiences, 
also present position, which will be treated 
confidentially. Address E-490, care Boot & Shoe 
soogeer. 239 West 39th Street, New York, 


SALESMEN, experienced, to sell an in-stock 
popular line of Infants’, Children’s, Misses’ 
and Growing Girls’ shoes as a side line on a 
6 per cent commission basis for New York 
State and other territories. References in first 
letter. Address E-491, care Boot & Shoe Re- 
corder, 239 West 39th Street, New York, N. Y. 


EXTRAORDINARY up-to-the-minute, com- 
plete line of straps, sport oxfords, Misses’, 
Children’s, and Growing Girls’ $1 to $2 retailers. 
In-stock—prominent Eastern wholesaler—can be 
carried as side line—real line for real producers 
—Ohio, Tennessee, Kentucky, Michigan, Illinois. 
Address E-495, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 


NATIONALLY known manufacturer building 
sales organization to market outstanding new 

Shoe Polish. Full time or side line. Commis- 

sion. All territories open but New York metro- 

— 5136 Lancaster Avenue, Philadelphia, 
‘enna. 


LINE WANTED 


KENTUCKY and Tennessee salesman with 
_well established trade and main line is 
desirous of securing a good short side line of 
women’s shoes to retail at $1.98 and $2.98. It 
must be an in-stock proposition arch type and 
low heel sport shoes; would also consider short 
line of men’s welts to retail at $2.50 to $3.00. 
Would carry these side lines on a straight com- 
mission basis; best of references furnished. 
Address E-501, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 


NEW. YORK REPRESENTATIVE open for 
line Women’s novelties that can be carried 
in stock. Exclusive factory representation. Ad- 
dress E-487, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 


LINES WANTED for Pacific and Western 
Coast—Two aggressive, experienced Shoe 
Salesmen, opening sales office in Los Angeles. 
desire following lines: Men’s, Women’s and 
Children’s hard and soft-sole house slippers, 
Women’s popular-priced novelty shoes, Women’s 
welts, and Children’s line. Have had 18 years’ 
experience traveling entire country. Address 
E-493, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 


GROWING GIRLS LINE 


Growing Girls line of welts or McKays 
which retail at $3.00 and $4.00 wanted 
for the big city trade territory east of 
Kansas City. Line which will appeal to 
the Chain, Syndicate and volume depart- 
ment store trade desired. Have traveled 
this territory for past 20 years, so know 
all the worthwhile accounts. Only a 
reputable manufacturer considered. 


Address E485 Care 


BOOT & SHOE RECORDER 
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LINE wanted by man with several years’ ex- 
perience selling the shoe dealers in Florida. 
Would like line retailing from $4.00 down and 
would consider Hosiery line on the side. Any- 
one not having Confidence enough in own line 
to allow me an expense account need not 
answer. Willing to exchange references. J. H. 
Porter, Box 12, Plant City, Fla. 


ANTED—Manufacturers’ line of women’s 

shoes for the jobbing and chain store trade. 
Have good following. Will travel from coast 
te coast at my expense, if line and firm is right. 
Paul Solomon, 551 Philadelphia Street, 
Youngstown, Ohio. 


WANTED— Michigan representative is open 
for factory line of in-stock boys’ welts or 
MacKays, or growing girls’, misses’ and chil- 
dren’s welts. Well acquainted with Michigan 
and Ohio trade. Young man, own car, straight 
commission. Have permanent downtown De- 
troit sample room. Address E-496, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 


WaANTED—A line of in-stock stitchdowns, 
low to medium grade, by salesman who has 
covered New England for. 30 years. Has good 
following. Will supply excellent references. 
Address E-497, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 


WANTED—A line of men’s and ladies’ dress 
shoes to sell in South Carolina and part of 
North Carolina on commission. Address E-498, 
care Boot Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 


mum charge 7 


address should be counted. 


CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
5 cents. For all other classified advertisements the rate is 7 cents per word. 
When a box number is desired twelve words should be added for the address. In all other cases each word of the 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 45 words. 


Classified advertising is payable in advance. 
KF Advertisements for this page must be in our New York office on Friday of the week preceding publication. “Gey 


Minimum charge, $1.25. 
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LINE WANTED 


LINE WANTED 


MERCHANTS NEEDS 


reliable firm who will sooreuete a 


covered this territory for I5 years 


CORRECTIVE LINE WANTED—FOR WEST COAST 


Am desirous of securing an established line of shoes, (corrective tmp pestered with a 

ood live representative on the Pac 
th one concern which is now out of business. 
produce results for a live Rel who specializes on men's or women's shoes or both. 


Address E 484, 
care Boot & Shoe Recorder, 239 West 39th Street, New York, N. Y. 


Have 


fic Coast. 
Can 


POSITION WANTED 


FOR SALE 


BUYER AND MANAGER — for store or 
department in the New York district. Ex- 
perience covers operation of Fifth Avenue store 
and independent retail shop. Ability to get 
results, turnover and profit. Address E-499, 
care Boot Shoe_ Recorder, 239 West 39th 
Street, New York, N. Y. 


ORTHOPEDIC SHOE SALESMAN—Anmbi- 
tious, a expert shoe fitter, 28, married 
—desires ee position with future. Knows 
foot troubles and anatomic shoes thoroughly. 
Can trim windows, make own appliances and 
manage orthopedic shoe department. Excellent 
references. Will travel anywhere. Address 
E-494, care Boot ‘& Shoe Recorder, 239 West 
39th Street, New York, N. Y. 


M "Age 36. BUYER - MERCHANDISER— 
Age 36. 18 years’ experience—10 years’ 
5th Avenue, Y. Best references. Available 
at once. Willing to go anywhere. Address 
E-492, care Boot & Shoe Recorder, 239 West 
39th Street, New York. 


ARISIAN resident, footwear stylist—writer 

—artist—12 years’ experience, available for 
service to American manufacturer. Beauregard. 
14 rue Stanislas, Paris 6, France. 


WELL Established Shoe Dept. In _ largest 

Department Store in Central Wisconsin City 

of 5,000 population. Address E-483, care Boot 

$ Shoe Recorder, 239 West 39th Street, New 
ork, N. Y. 


BUSINESS OPPORTUNITY 


YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 


MERCHANTS’ NEEDS 


Exceptional Secretary 
Available 


With Orthopedic Shoes, Inc., mov- 
ing its headquarters from New 
York City to Portsmouth, Ohio, a 
girl well versed in shoe secretarial 
work is open for a position in or 
around New York City. Present 
employers give unqualified recom- 
mendation for her six years’ ser- 
vice. Address E502, care Boot & 
Shoe Recorder, 239 West 39th St., 
New York, N. Y. 


WANTED TO PURCHASE 


CASH FOR BRANDED SHOES 


RETAIL OR FACTORY STOCKS 


References: I. Miller, Nunn-Bush, one. Beck, 
Saks—5th Avenue, Melville, Bostonian, etc. 


BARIS SHOE COMPANY, Ine. 


79 READE STREET, NEW YORK 
Telephone: WORTH 2-5180, 5181 


Buyers of Surplus Stocks 
We will buy surplus or entire o Ste of shoes 
m manufacturers, bers or retai 

QUANTITY NO 


Dr. Pyle Foot Oscillator 
improves impaired or sluggish circulation by imparting 
to the soles of the feet soothing, invigorating oscilla- 
tions; stimulates nerve 


Brings to your customers 
INSTA foot relief. 
Makes fitting easier and 
quicker. Steps up sales 
and prestige. Now in use 
by leading department 
stores and_ retailers 
throughout the country. 
Full details on request. 


WEAVCO DISPLAY FIXTURES 
AT WHOLESALE PRICES 


Write for new 
illustrating show window 
display fixtures. Take ad- 
vantage of WEAVCO’S new 


urer to 
sales policy. Buy retail a 
tities and obtain jobbers dis- 
counts. Send for the catalog 
jobber’ s discount sheet 


g 
display fixture manufacturer 


Write for new catalog 
and details 


Weavco International, Inc. 
214 Institute Place Chicago 


10% Cash Discount or Budget Plan, with ee | 


Operating cost less th 
= an hour, 110 volt, A. Cc. Full details on request. 


Sold on satisfaction or money refunded guarantee 


Vi-Ped-Ex Company, 63 Chamber of Commerce Bldg., 
Los Angeles, California 


DISPLAY © 


The Original 
SHOE SHRINKER 
The Shoe Doctor 

Pat. No. 1990142 
with 
Prepared Fluid 
Shrinks Leather or 
Fabric Shoes Per- 
fectly. Makes Sales. 
Stops Refunds. Makes a Perfect Fit to 


Shoes That Slip at the Heels or Gap 
at Sides. Simple and Easy to Operate. 


Write for More Information 


E. C. SMELTZER CO. 
121 E. 51st St., Indianapolis, Ind. 


$15.00 


Guaranteed One Year 


Get your copy of 
Dollars.’’ An interesting an 
folder that 


FREE 


a very desirable vik highly profitable 


trade. Write SELV 
“B, 


seve. Inc., Dept. 
’ 1607 Broadway, N. Y. 


Enlarges Shoe Department 


FIXTURES 


Again SEGALL & SONS Toke 

the Lead by Presenting Display 

Equipment in the Newest of 

Modern Designs at Prices You 

Will Find Most Agreeoble. 
A special folder, has 
been prepared. Please ask 
us fo mail you a copy 


SEGALL & SONS 


923 Arch St., Philadelphia 


CENTRALIA, WASH.—Profitt’s Store 
of this city has created a new and en- 
larged footwear department. The shoe 
division, rapidly outgrowing its down- 
stairs location, has been promoted to 
generous new quarters upstairs by spec- 
tacular side windows. Chromium, mod- 
ernistic seats, upholstered in scarlet 
leather, have been installed for fitting 
the nationally known lines of footwear 
handled. 


KIRSCH-BLACHER CO.., Inc. 


106 Duane St. New York 
Phone WOrth 2.5377 and 5378 


WE BUY 
lus Wholesale and Retail 
randed Shoes such as 
Florsheim, Enna-Jettick, Vital- 
Arch Preserver, Queen Quality, Bos- 
tonians, Stetson, Red Cross, Nunn Bush, Ete. 
IRVIN RUBIN 
“The House of Jobs’’ 
89 Reade St. Cor. Church 
Phone Barclay 7-7887 New York City 


Entire or Sur 


d culation of the _ feet; 
breaks up _ adhesions. 
| 
s 
| 
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Art in Shoe Windows 


[CONTINUED FROM PAGE 25] 


One of the most difficult problems 
that confronts the display man, and the 
shoe merchant who assumes the re- 
sponsibility of planning his own dis- 
plays is the search for new ideas to 
make his windows novel, interesting 
and different. Retailers of today recog- 
nize the importance of original ideas 
in the promotion of merchandise, and 
particularly such merchandise as shoes, 


where the extra sales that so often — 


represent net profits are made purely 
and simply by selling an idea to the 
customer. 


Novel Ideas Increase Sales 


If shoe stores had to depend strictly 
on the utilitarian aspect of their busi- 
ness, on selling the shoes needed for 
actual use, the business would be in a 
sad state and the prospects for future 
expansion would be far from encourag- 
ing. But there is hardly a shoe store 
in America that is limited or confined 
in this respect. There is always an 
idea to sell to people who are receptive 
to some particular kind of shoe, de- 
signed for a particular use, purpose or 
occasion. It may be a style idea, as in 
the case of the windows pictured on 
these pages; it may be a foot health 
idea, as exemplified in the multitude 
of orthopedic and special feature lines 
now on the market; it may be an idea 
connected with comfort, good fitting, 
or a shoe designed for some special 
use, sport or activity. 

Idea windows get attention because 
they are different and because they tell 
a story, not merely of shoes in general, 
but of shoes for some purpose in which 
people are likely to be interested. More- 
over they help to sell the extra pair 
that produces the profit, because shoes 
bought, over and above the actual re- 
quirements of use, are usually bought 
with a specific purpose in mind. 

The most promising prospect of in- 
creasing the total sales of shoes and 
the per capita consumption per custom- 
er is through the development and ef- 
fective promotion of new _ shoes, 
designed for new uses. Every mer- 
chant and display man should keep in 
mind the importance of this idea of 
shoes for specific uses, particular oc- 
easions and individual costumes. By 
showing, advertising and promoting 
shoes in this way, sales at retail can 
be increased as recovery advances and 
incomes improve. . 


BOOTS AND SHOES 


ANDREW GELLER SHOE MFG. CO., Brooklyn, N. 45 
BROWN SHOE COMPANY, St. Louis, Mo.. 38, 39 
CLAPP, EDWIN, & SONS, INC., E. Weymouth, 54 
COLT-CROMWELL CO., New York City. . ..47, 58 


FASHION WALK SHOE CO., Long Island City, N. Y.. tidied ena 3 
FREEMAN SHOE CORP., Beloit, Wis.. 
GREEN, DANIEL, COMPANY, Dolgeville, Cover 


META-POISE DIV. H. C. GODMAN CO., Columbus, O.. 
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MRS. DAY'S IDEAL BABY SHOE CO., Danvers, Mass........... 54 
ROBERTS, JOHNSON & RAND, St. Louis, 37 
ROVIGK THEAINIGAL SHOE CO., Chicago, Ill... 56 


LEATHER AND OTHER MATERIALS 
ALLIED KID CO., Quaker City Div., Philadelphia, Pa... 


DEWEY & ALMY CHEMICAL CO., Cambridge, Mass..................005.. Front Cover 
EAGLE-OTTAWA LEATHER CO., Grand Haven and Whitehall, Mich........... 3rd Cover 
LEVOR, G., & CO., INC., Gloversville and New York 2,3 
NORTHWESTERN LEATHER CO. TRUST, Boston, 27 
MACHINERY, LASTS, MFRS.' SUPPLIES, DRESSINGS, ETC. 
UNITED SHOE MACHINERY CORP., Boston, Mass.................-..0...-..-... 40, 52 
SHOE ACCESSORIES 
MOHAWK CARPET MILLS, New York City................ 
STORE EQUIPMENT 
MISCELLANEOUS 
BARRIS. SHIGE COMPANY, New York City. 43 
EASTERN COMMERCIAL TRAVELERS ASSOCIATIONS, Boston, Mass......... 5| 
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The Meta-Poise Division 
H. C. Godman Company 
62 S. Starling St. 
Columbus, Ohio 


Gentlemen: 

We have been nandling your shoes for @ short 
time and wish to express to you our opinion of them. 
They have met with the approval of our entire selling 
force. 

Customers have been strong ir praise 

foot comfort they enjoy with hh ° 

arsal pad is 4 

tomers who 
tell u 
com: than in any sho 
have ever worn. 


Our women's shoe trade has jnoreased since 
een carrying your shoes. Th is undoubtedly 
due to @ satisfied oustomer tell friends 
the Meta-Poise shoes hold their 11 and M 
eta-Poise Patented 


to the most sensitive feet. 
very truly yours: Piri Pillow 
guportru™ innersole carries a 
ented adjustable 
7 etatarsal Pillow con 
eature found in ‘no 
other line of footwear 
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Th 
e Sharon—A Meta-Poise style for spring 
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AN EXAMPLE OF 
NATIONAL « 
ADVERTISING 


= creates and stimulates 
the market for 
| \ CAMBRIDGE rubbe, 


footwear products 


MANUFACTURERS AND DISTRIBUTORS 
OF A COMPLETE LINE OF LIGHT WEIGHT 


| 
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BOOT AND SHOE aati November 30, 1935 


Don’t lose a customer because of an in- Get Spaulding counters for that extra 
ferior counter that breaks down in ser- strength in the heel seat that keeps 
vice and lets the quarter sag—like this. the quarter standing up—like this. 


“Run down at the heel” . .. what a shabby picture! Don’t let it be the picture of 


any of your shoes. 


You are selling counters, just as you are selling style. Are they good counters, the finest that 
you can buy? Are they flexible, gentle to the foot inside? Are they guaranteed never to 
sag... guaranteed to keep quarter and back part trim for the life of the shoe . . . guaranteed 
to uphold your prestige for shoes which really fit? 


For this protection, order your shoes “WITH SPAULDING COUNTERS” and give your 
_ customers “Happy Heels.”’ 


PAULDING 


Counters 


“MNade in North Rochester, N. H. 


NO OTHER PART OF THE SHOE MEANS SO MUCH... AND COSTS SO LITTLE 


When writing advertisers please mention Boot and Shoe Recorder 
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1140—Men’s Eskimo Calf 14” Hi 
Cut Welt, Moccasin vamp, leather 
vamp lined, linol oak sole, leather 
heel, all leather. Sizes 6/12. .$4.35 


4144—Men’s Eskimo Calf Ski 
Blucher, welt plain toe, Vulco box, 
doubl2 linol oak sole, leather ski 
slugged heel, steel all 
leather. Sizes 6/1 3.35 
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slugged heel, 
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‘THE winter sports footwear for the whole 


THERES AN 
family. High cut, sturdy boots, as snug ENDICOTT-JOHNSON” 
and warm as they are smart. Made the AY re 7 
icott- ich i EVERY SHOE STORE 
Endicott-Johnson way, which insures long AMERICA 


wear and satisfactory service. 


Serve winter sports enthusiasts with 

quality Ski Boots, attractively priced. Im- 
| mediately available from our prompt 

IN STOCK department. Order NOW! 


irls’ Brown Elk Ski Boot, 2004—Girls’ Smcuke Elk Ski Boot, 
welt, oak sole, leather concave, ski welt, oak sole, leather concave, ski 
slugged heel. Sizes 2%/8...$2.35 slugged heel. Sizes 2%%/8...$2.35 
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SHOES 


made by a 


MODERN METHOD 


Many leading manufac- 


turers of quality footwear 


are producing Silhouwelts 


in smart new designs. 


They offer unsurpassed 


values to the wearer and a4 


real business building op- 


portunity to the merchant. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
When writing advertisers please mention Boot and Shoe Recorder 
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styled these gaiters 


= men will wear them 
| SHOW THEM AND YOU'LL SELL THE 


Style and comfort have been effectively united in 3 
Band’s new Men’s Gaiter models. They increase sales: 
profit opportunities for Ball-Band dealers. You can 
more gaiters to men this winter if you have the 
of gaiters that men will wear. Why not style 
with Ball-Band and get the profits from this grov 
business. Here’s a brief description of the items sho 
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Men’s 4-Snap Gaiters 


No. 1253—Black, all rubber with leather finish. Light weight 
very comfortable. 

No. 1153—Wool jersey upper—Bright finish black rubber vamp 
counter. 

No. 1152—Wool jersey upper—Leather finish black rubber vamp 

counter. 


Men’s Savoy Rubber Gaiter and Oxford 


No. 2136—Light weight—fleece lining — invisible 
fastener — black kid leather finish. 

No. 91030—Black kid leather finish rubber oxford. 
weight and elastic. Semi-lined. 


Men’s Slide Fastener Gaiters 
No. 2159—The Gordon with cotton jersey upper and invisible 
fastener. 
+ No. 3158—Black Cashmerette upper with wool fleece-lining 


visible slide fastener. 


No. 3157—Black leather finish rubber with wool fleece 
Invisible slide fastener. 


7 Mishawaka Rubber & Woolen Mfg. Co., Mishawaka, India | 


Orders promptly filled. Write for full information 
these and other winter styles for men — and women 
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